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C am going to build the best all 


round, popularly priced men’s shoes 
that America has ever seen and I’m 
going to advertise them nationally. 
They’re going to have the name, the 
price and the real push behind them. 


More about them next week. 


SHOEMAN 


ST. LOUIS, MISSOURI 


BOOT ann SHOE 


RECORDER 


©€.C. STUBBS, who operates a 
store for men and boys in Plainview, 
Texas, says: 

“The writer is a very small mer- 
chant. He is out here on the edge 
of the dust bowl. For the past eight 
years this particular locality has 
been subject to one calamity after 


another with the attendant results 
that the writer, as well, we presume, 
the majority of the small merchants 
of our caliber, have been in a posi- 
tion where it would be extremely 
easy for any of the business houses 
or the banks, either large or small, 
to take advantage of us in many 
ways. Small as we are, we have 
dealings with some of the largest 
concerns in the United States as well 
as some of the smallest concerns. 
And we unhesitatingly state that 
without exception we have been 
treated on as high an ethical plane, 
and with as high a moral standard, 


as it is possible to conceive of, and 
it is our opinion that business as a 
whole is on as high a moral plane 
today and has as high ethical stand- 
ards as has ever been known in the 
history of the world. In fact, we 
doubt if ethics in business have ever 
been on, as high a plane as they are 
today. 

“The practice of wholesale con- 
demnation of all business which per- 
vades the utterances of everybody 
from the President on down, is one 
of the greatest factors in preventing 
the restoration of confidence in the 
future, that is so necessary to this 
country.” 


BBERESFORD WORSWICK, direc- 
tor of the Cordwainers’ Technical 
College of London was a recent 
visitor at the Lynn Shoe School in 
Lynn, Mass. With him came Charles 
F. Shackford, an instructor in the 
College. 


[11] 


he 


Robert F. Shintani of Honolulu 
is among the students who have 
registered for the term now start- 
ing. 


F. A. MULLER, vice-president of 
Laird-Schober Company of Phila- 
delphia, makers of fine women’s 
shoes, told the newspaper men of 


Dallas, Texas, that one of the first 
shoe style shows was when Laird- 
Schober sent to the Imperial Palace 
at Petrograd in 1890 a collection of 
fine footwear so that the Czarina 
might hold a private show to select 
her new footwear. She was so im- 
pressed with the American boots 
that she ordered several pairs. 

One of the original models, rep- 
resenting the finest craftsmanship, 
was shown along with an elaborate 
shoe collection at Volk Bros., Dal- 
ias, recently. The handicraft re- 


: 
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vealed in a grey suede afternoon 
shoe of 1870 contained 3200 beads 
hand-stitched to the leather, a white 
silk high shoe; worn shortly after 
the Civil War had 20,000 gold and 
steel beads. Some of the shoes. 
hand-stitched, ran 120 stitches to the 
inch, necessitating a magnifying 
glass to study them. 

Harold Volk and Frank Muller 
were pictured in all the newspapers. 
holding shoes old and new. 


BBARNEY SOLAR, president of the 
Compo Shoe Machinery Corpora- 
tion, says: 


“Compo shoe production broke 
all records in August. It amounted 
to 5,527,002 pairs as compared with 
the previous all-time high month of 
5,248,583. August production was 
9.3 per cent ahead of last year and 
to date the production is right up to 
last year’s figures. This is all the 
more impressive when you consider 
that the shoe industry for the first 
seven months, according to the De- 
partment of Commerce report which 
has just been issued, shows a de- 
crease of 17.7 per cent from 1937.” 


MIAHLON N. HAINES of York. 
Pennsylvania, self-styled “shoe wiz- 
ard,” takes a double page in the 
Gazette and Daily to say: “I came 
to York 33 years ago—-single, penni- 
less and alone. . . . Started in the 
shoe business with a loan of $127.00 
and today have the largest chain of 
retail shoe stores in America (owned 
by an individual). 

“I never spend a dollar that | 
do not ask myself these two ques- 
tions: ‘Is this expenditure going to 
benefit HAINES? Is it going to 
benefit others along with HAINES?’ 
When I can see that the dollar I am 


—Brown Shoe Company "s Clark 


—"The old world is revolvi 
api thse day tht dieu 
"Yet if d keep 
"Yet if you don't in 
a are 

ew Way, ee this 
thought in mind | find wey it is 
reflected in my actions — and 
that's my excuse for feeling that 
| can be of service to my com- 
pany and our customers.” 

—Mr. Gamble isn't handicapped by 
orthodox ideas or inherited com- 
on and it's men such as he 

are setting a new for 
American business. 


ect 6 THE 


about to spend is not only going to 
benefit HAINES, but that it is going 
to bring benefit to somebody else, or 
to a group of people such as a fam- 
ily or an organization, or to the 
entire public, then I go ahead and 
spend it cheerfully and willingly. I 
believe that money is meant to be 
spent, but that it should be spent 
wisely and judiciously on the plan 
I have just described—the HAINES 
plan. 

“I frown on every form of squan- 
dering, because squandering of 
money is not only ruinous to the 
squanderer but hurtful to others and 
to the real interest of business and 
to the good of society.” 

CHARLES A. ROBERTS of the 
sales engineering department of the 


Musebeck Shoe Company, Danville, 
Illinois, prepared a very useful cata- 
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log. The shoes shown are actual 
photographs of actual shoes. About 
the only copy in the book, reads: 
“75 per cent of our entire produc- 
tion is concentrated on the 16 styles 
illustrated on pages 1 to 16. We 
know of no better way to help you 
than to recommend that you concen- 
trate on these styles.” There isn’t 
a fancy adjective or a waste word in 
the entire book—straight business. 


* 
@RRY-KELLY, famed costume de- 
signer for the Warner Brothers 
studio, says: 

“Beware of mixing periods. A 


anes 


new type of trespasser runs afoul 
of fashion in this season of a hun- 
dred formal trends. She’s the ‘Pe- 
riod Mixer’ and I have admonitions 
for her. She would not mix Mon- 
terrey furniture with any of the 
Louis periods. Her clothes deserve 
the same consideration as her house. 

“Study period clothes and use dis- 
cretion in the modern adaptation. A 
little research will show one that 
platform shoes belong only with the 
modern streamline or Oriental fash- 
ions and that sandals should not ac- 
company Gibson Girl models, just 
as the short hair and the Empire 
gowns just don’t jibe.” 


MERS. J. OGDEN ARMOUR, 
widow of the former head of 
Armour & Co., has a famous col- 
lection of historic shoes, now on 
permanent display in the Art Insti- 
tute in Chicago. Her father, the 
late Martin Sheldon of Suffield, 
Conn., once traveled through the 
Near East and came back home 
with some Persian boots and Egyp- 
tian sandals. 


“A NEW DAY” 
if 
a 
4 
nid executive but a practical philos- 
a4 opher as well. 
Sante —During a recent visit at his office 
= 
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Already interested in collecting 
things, a trait which she had in- 
herited from her father, Mrs. 
Armour became intensely interested 
in the shoes and from then on de- 
cided to collect footwear of differ- 
ent historical periods. Some time 
later, she met Lady Mendl, the for- 
mer Elsie de Wolfe, who presented 
her with thirty pairs of slippers 
that had adorned dainty Parisian 
feet a century or so ago. Mean- 
while, Mrs. Armour ran on to a 
leathern English shoe when she was 
buying a miniature silver teapot in 
London. In that way the collection 
grew. Finally Mrs. Armour pre- 
sented the entire group to the Art 
Institute. 

Every time she goes abroad she 
finds another pair or two. She 
knows all the antique dealers and 
has investigated foreign museums 
and second-hand shops alike. 


FROM the cordial greeting at the 
door to the charming farewell sou- 
venir (a miniature Russian ballet 
slipper filled with bath salts from 
Parfums Chevalier Garde) the cock- 
tail party celebrating the extension 
of Delman’s Shoe Salon at Bergdorf 
Goodman’s was a furious success. 

The several hundred guests in- 
cluded well-known members of the 
Shoe and Leather industries, press 
representatives, Grover Whalen, 
head of the New York World’s Fair 
1939, Inc., Joseph McGoldrick, City 
Comptroller, James J. Lyons, Bor- 
ough President of the Bronx. 

The store furnishings have been 
taken from the periods of Louis XV 
and XVI. The color harmony of 
dusty rose beige, taupe and silvery 
almond green is unusually charm- 
ing and restful. In beautiful mirror- 
lined cases and on the gold-tooled 
leather tops of fine mahogany 
tables, the latest and smartest shoe 
styles were on display. 

The excitement of the occasion 
was the collection of thick-soled 
evening sandals. The two- and 
three-in. cork soles and uppers were 
luxurious and colorful in the ex- 
treme, with trimmings in gold and 
silver braid, sequins and paillettes, 
and embroidery in pearls and other 
jewels. One pair of these shoes in 
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white satin, embroidered with the | 


crests of nations exhibiting at the 
New York World’s Fair, was pre- 
sented to Mr. Whalen. 


HI, T. WILLIS of G. C. Willis Co., 
Champaign, IIl., says: 

“Business will improve generally. 
I] think, because of Federal money 
being put into circulation, the need 
for replenishment of supplies and 
inventory, favorable crops and 
prices, building increases and a tem- 
porary reduction in Federal inter- 


ference.” 


KKEEPING THE CALM 


When a customer was riled 

Jack was calm and merely smiled, 
Nothing ever saddened Jack, 

He was like a duckling’s back. 
To himself he’d blithely say, 


“This is parcel of my day, 
Kicks both justified and wrong 
Simply have to come along; 

I can’t let this get my goat, 

I can’t let this rock my boat!” 


Jim was quite the other kind, 
He let kicks upset his mind; 
When a customer let fly 
With remarks as hot as lye 
Jim got sick, and sad and sore 
Feverish at every pore; 
When he reached his home he'd fuss, 
Storm and rant and rave and cuss! 
Well, good health is still with Jack, 
Jim has had a heart attack! 

J. Edw. Tufft 


“Rocco is a little slow. He plays chess.” 


[13] 
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BRIDING and popular interest in horsy 
events such as polo and horse shows has 
grown considerably in the past several years. 
Riding, as was the case in the past, is not 
limited to a few people of considerable 
means but today, it is part of the everyday 
or at least the weekend life of all classes of 
people who are turning to riding more and 
more as a favorite healthful and enjoyable 


pastime. 

Every city from coast to coast has its 
bridle paths and in the past several years 
many more miles have been added to these, 
particularly so in the East which has always 
been known for its interest in horses. In the 
West, horses have always been part of the 
country but it is only in the past few years 
with increasing country-wide interest in rid- 
ing that numerous dude ranches have sprung 
up that each season cater to thousands of 


vacationers who feel the urge to boots and ~ 


saddles. 
Riding in the East has always been of a 


i as grown-ups and have 
done much to stimulate the interest in 
riding. 


more or less formal nature but it is only in 
the past few years that with increasing num- 
bers of people of average means taking up 
the sport, the weskit, stock and topper have 
fallen by the wayside except at the most 
formal meets and shows. The average cos- 
tume today includes breeches or jodhpurs, a 
good pair of boots, a soft shirt and either a 
sweater or jacket. The two most important 
factors in the average riding costume today 
are comfort and practicality. 


There is little doubt that riding footwear 


ALL YEAR ‘ROUND 
Horse shows the country over interest 
at: 
=i 
—— 
2 
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“(jive a Man a Horse He Can Ride” — 
Women and Children Too for That 
Matter—and You Have the Basis of a 
Rapidly Growing Business in Riding 
Boots and Accessories 


Jacqueline Wells, Columbia Pictures star, wears an 
all-leather includ- 


is the most important part of the costume and the major- 
ity of riding fans want, and what is more important, are 
willing to pay the price for a good pair of boots. Prob- 
ably the two most universally-favored boots are the 
dress boot and the jodhpur, the latter seeing its greatest 
demand among women and the former among both men 
and women alike. In the full-length dress boot, there is 
one point in its disfavor and that it is difficult in get- 
ting the boots on and off. However, notwithstanding this 
fact, this boot continues its popular lead in riding foot- 
wear. Several innovations have been built into this boot, 
adaptations of the field boot which is laced over the 
instep and at the side of the leg at the boot top. Qn- 
boot features a zipper fastening over the instep which, 
when opened, allows the foot to slip more easily into 
the boot. Another has a strap opening at the boot top 
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which allows the top to be adjusted to the size of the 


‘wearer's leg. 


Jodhpurs, too, have had several innovations buili 
around their original design which include zipper front 
fastenings and side gores of elastic, all of this pointing 
to the satisfaction of the demand for more comfort in 
riding apparel. 

In the East, the popular western or cowboy boot has 
its greatest demand among those customers who are 
planning on visiting a dude ranch and so department 
stores, which are able to supply the customer with a 
complete outfit, are doing practically all the business on 
[TURN TO PAGE 36D, PLEASE] 


AND 
7 
ing shirt, vest iv art. 4 ag 
erat Miss Wells here, wears the popular elastic-sided 
a a jodhpur with a western adaptation of the jodhpur 
— breeches which are patterned after those worn by 
Y the Mexican charro with their bell bottoms. 
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Experience of Shoe Shops, Specialty and 
Department Stores Proves It Can Be Done. 


SELL GOOD 
SHOE DRESSINGS 
GOOD 


With 


ET is a mistaken idea that stores selling top grades 
of shoes cannot sell quantities of top grades of shoe 
dressings. 

Three Los Angeles stores, each a different type of 
store, were queried on this subject—a large depart- 
ment store, a top grade shoe store and an exclusive spe- 
cialty shop. The stores were the May Co., in whose 
shoe department prices run up to $26.75; the local 
I. Miller store and the Beverly Hills branch of Saks 
Fifth Avenue. All three do a substantial business in 
fine shoes. 

In each case a considerable quantity of 50 cent shoe 
polish is purchased daily by patrons; in fact, all stores 
are moving grosses of the 50 cent kinds, where they 
formerly sold a package of the 25 cent brands. 

No polish is sold to the stores’ patrons under any 
circumstances. At Saks no polish is displayed, and 
only occasionally is it shown in the I. Miller shop. The 
May Co. does have a fine shoe polish and findings coun- 
ter right at the main entrance of the shoe department, 
as seen in accompanying pictures. 


The impressive polish sales reported in all these 


SHOES... 


Left, attractive shoe polish and 
dressing section in the May Co. 
department store, Los Angeles; 
at top of page, modernistic 
Trimfoot Shoe Cosmetics bar in 
a St. Louis shoe store. 


stores come as a result of the efforts of the salespeople 
in presenting the proper type of polish to their patrons 
with the idea of rendering a service. Store manage- 
ment in each of these stores decidedly prohibits their 
selling organizations from placing too much emphasis 
on their shoe dressing presentations. 

“Protect your footwear, madam. Use the right polish 
on your shoes.” That sums up the presentation in the 
I. Miller store. And the price of 50 cents a package 
causes the customer to feel assured that she is getting 
a superior product. The management has heard of 
absolutely no kick backs from their trade from the way 
or manner in which the boys tell their polish story. On 
the other hand it is felt that the continued use of the 
proper dressing by their trade has obviated many com- 
plaints that always occur when the wrong kinds are 
used. 

At the May Co. a novel approach to polish selling 
was developed by the shoe manager. The salespeople 
were coached to say: “You have selected these fine 
shoes, so may we suggest you keep them nice by regu- 

[TURNN TO PAGE 40, PLEASE] 
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FALL 


chaux’s, New Orleans. 


In SHOE WINDOWS 


FALL shoe windows this year are fully as exciting as 
the shoes themselves; some of them, in fact, are more 
elaborate in the use of dramatized backgrounds and 
colorful settings than anything we have seen heretofore. 
It’s rather unusual, for example, for a shoe store to 
introduce, not only an elaborate background and stage 
setting, as was done in the A. S. Beck window on the 
opposite page, but also to make use of fashion figures 
to show the apparel and accessory tie-up. And the I. 
Miller window at the top of the page is another striking 
example of the very dramatic type of shoe window. 
While some shoe concerns, both in the popular price 
and higher quality fields, are thus vying with one an- "a Bees pt ued 
other in their efforts to sell merchandise through spec- 
tacular promotion, others are doing an equally. pains- pe ke 
taking job along the more simple and practical lines. Se —— 
Men’s shoe stores and shoe departments, in particular, 
are inclined to operate on the principle that what the 
customer wants to see in windows is merchandise, not 


elaborate stage settings or expensive backgrounds. And 


4 
a 
+ 
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Photo at left shows an elaborate display 
by I. Miller based on the “Up and Up” 
trend in coiffure and millinery::: 


Cameus 


Right:Simple but attractive backgrounds 
with pleasing arrangement of merchan- 
dise gave unusual interest to this campus 
by Dalsimer, 


and classroom. display 
Philadelphia. 


Some Dramatic, Many Practical—All Designed to Sell Shoes . . « 


that, in the case of the men’s shoe store, is undoubtedly 
sound reasoning. 
The Dalsimer window, shown in the photograph at 
the top of the right-hand page, formed one of a group 
of window displays used in connection with a World’s 
Fair promotion by this Philadelphia shoe store. Other 
windows of the group were illustrated in a recent issue 
of Boot anp Suoe Recorper. These windows represent 
a type of display in which attractive fashion and deco- 
rative illustrations are used as a background for the 
showing of a goodly number of shoes, giving the cus- 


tomer a wide assortment of styles from which to pick 


‘and choose. While these Dalsimer windows formed part 


of a very elaborate promotion, it is possible for the 
average store, operating on a smaller budget, to obtain 
comparable results by having a local artist produce the 
style sketches on a tinted background of wallboard or 

[TURN TO PAGE 46, PLEASE] 


Shocks of corn, pumpkins, Autumn 

leaves, etc., are familiar “props” for Fall 

displays, but A. S. Beck used them in a 

new and dramatic fashion in planning 
this striking window. 
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WHIPPLE 


Left—View of Wisconsin 
Avenue, Milwaukee, loole 
ing west from the Mil 

waukee River. 


SHOE MERCHANTS PLAN FOR 


WISCONSIN’S largest income is from manufactured 
products, with agriculture second, and the Summer 
vacation business third. 

Leading industrial area is “Greater Milwaukee,” com- 
prising the counties of Milwaukee, Racine and Kenosha, 
where diversification assists in maintaining an even in- 
come under changing business conditions. 

Largest consumer of steel of any city in the United 
States, Milwaukee manufactures nearly all the automo- 
bile frames used by General Motors, and material is at 
hand with machinery all set in anticipation of capacity 
operations this Fall. Business index shows a general 
up-swing in sales in August throughout “Greater Mil- 
waukee.” 

Second most important concentrations of Wisconsin 
industry is in the Fox River valley, where the steady 
operation of the paper mills, world-famed for their 
products , took the edge off the depression, and continue 
to furnish dependable employment. 

Sixth state in boot and shoe production other than 
rubber, Wisconsin ranks first as a manufacturer of 
cheese, pulp products, concentrated and evaporated 
milk, and malt; second in paper manufacture, and third 
in butter. 


Agriculture is the number two money maker for the 
state, and 80 per cent of Wisconsin’s total farm income 
is from livestock. In every one of the 71 counties the 
casual observer can see that dairying is state-wide in 


scope. 
Eleven billion pounds of milk are produced on Wis- 
consin farms annually, and close to 48 per cent of the 
gross income of Wisconsin farmers comes from milk 
and its by-products. While the state is twenty-fifth in 
the Union in area, it is ninth in total farm income. 
Milk production on Aug. 1, 1938, in Wisconsin 
showed an increase of between 9 and 10 per cent over a 
year ago, and 9 per cent above the average for 10 years. 


WITH a production value of nearly a billion dollars 
a year, and an annual payroll of $215,000,000, Mil- 
waukee ranks tenth in the Union in the value of its 
products. Retail trade area includes 11 counties, reach- 
ing out 50 miles from the city, and in 1937 the retail 
sales of Milwaukee were $337,000,000. 

Milwaukee retail shoe merchants have prepared them- 
selves for more than the usual seasonal demands, and 
their late Summer business indicates a profitable Fall 
and early Winter. 
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EXPECTED 
SALES 
INCREASE 


Joseph A. Schumacher, Milwaukee shoe merchant for 
the past 50 years, reports that there was no drop in sales 
in either July or August, 1938, as compared with last 
year, that toward the end of August this year sales im- 
proved, and he is looking forward to a very good Fall 
business. 

“People are a little more shoe conscious than they 
used to be,” finds Mr. Schumacher. “They used to buy 
one pair, only, and now they get two or three pairs. 
Men dress better than they used to, and they pay more 
attention to their shoes.” 

Mr. Schumacher specializes in men’s staple shoes, 
priced from $8.50 to $25, and in ladies’ tailored oxfords, 
sport shoes and golf shoes, selling from $8.50 to $12.75. 
Pairage demand is evenly distributed in the men’s shoes 
throughout the price range, but in ladies’ shoes most 
of the sales are at $8.50. 


With Improving Industrial Outlook 
and Favorable Agricultural Prospects, 
Retailers of Milwaukee and Other Wis- 
consin Trading Centers Look Forward 
to Increasing Demand for Medium 
and Higher Grade Shoes This Season. 


Airplane view of the State Capitol, Madison, 
Wis. The city is built on an isthmus between 
Lake Mendota and Lake Monona. Below— 
Sales meeting at the S. J. Brouwer Shoe Com- 
pany, one of Milwaukee's largest shoe retailers. 


“August showed a gain,” reports George R. Virmond, 
of Caspari & Virmond, Milwaukee. “People are more 
style conscious, and the day of the good-fitting shoe is 
back. Our customers return to our store, thankful that 
we have a good turned-soled-and-welt shoe that fits.” 

Caspari & Virmond sell ladies’ shoes from $7 to $16, 
with the volume point at $11.50, and men’s shoes from 
$7 to $16, with most of them moving at $13.50. 

O. D. Strayer, assistant buyer of the ladies’ shoe 
salon, Boston Store, Milwaukee, declares, “It looks like 
things will start off with a bang this Fall, and we are 
confident our Fall and Winter sales will show a big 
increase over seasons of the past few years. 

“Our new stocks include more high styles than we 
have had for many seasons, and | believe our lines are 
smarter looking than they have ever been. High style, a 
[TURN TO PAGE 32, PLEASE] 
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@NE or two things will happen by the time you read 
this page. The hurricane of hate will sweep Europe and 
will affect the entire world; or negotiations will con- 
tinue toward some sort of a settlement. As long as 
they talk, they won’t fight but when they cease talking 
hell will break loose, sparing neither baby in the 
cradle nor old man sitting near the fire. It is difficult 
to look at the whole mess in a detached form of thinking 
that the water hazard of 3000 miles is too great for 
a shot to cover. But the repercussions will affect us 
one way or another. 

Meanwhile, this glorious Autumn month of October, 
which we look forward to with such high hopes, follows 
a very disappointing September for business has the 
emotional jitters and they have communicated them- 
selves right down to the customer at the fitting stool. 
In September, also, we had the hurricane of fate, hitting 
New England with a force and fury that brought deso- 
lation in its wake. Many shoe businesses have suffered 
losses but we have no news of death of personnel— 
although property has been destroyed up into the hun- 
dreds of millions. The repair and reconstruction will 
mean employment in that densely populated northeast 
corner of the country. But that’s a sorry commentary 
on the slogan: “Sales Make Jobs” for we have discov- 
ered that “disaster makes jobs”—a comment that we 
would have scorned to use ten years ago, when 
America and the world were in a fool’s paradise of 
high fortune. 

Maybe the circumstances will be a little more fortui- 
tous in October and peace and progress can “get a 
break.” It’s about time because the human situation is 
not pleasant to contemplate, with dictation and license 
as neighbors of disorder. 

We in shoes step into our greatest usefulness to the 
American public in the month of October. Shoes are 
a necessitous article in the Winter months. If you 
have kept weather records, and notations on the top 
of your sales book over the years—“Take a look at the 
weather record of 1915.” Experts in the field of weather 
prognostication indicate that we are in the 23-year cycle 
and much of the behavior recorded in 1915 can be 


The Human Situation Under Extraordinary Events 


UTLOOK 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


expected in the Fall and Winter of 1938. This means 
much rain and much storm and much _ inclement 
weather. It may have a bearing on the sale and service 
of shoes for remember this—just as human beings find 
it necessary to eat three meals a day, more or less, so 
they find it necessary to buy shoes and to continue a 
normal stream of life. They tell us that even in war- 
ridden Spain shoes are made and vended while shot 
and shell and sudden death are to be found a few miles 
away. 

~ We continue the normal functions of human beings 
close to the border-line of very extraordinary events— 
so all the more reason for keeping your feet on the 
ground and selling and servicing shoes day by day, 
with utmost vigor. Time is one thing that goes on, 
as every man knows who has bills to pay and 
goods to buy. Under circumstances of stress, mental 
or financial, people buy with more care. In fact, they 
are a little more disposed to buy shoes than they are 
luxury items. 

So, with harvest money in consumers’ hands, with 
wage envelopes in fair regularity and with one worker 
in every ten getting paid regularly by Uncle Sam and 
local government, there is still a good market for 
shoes, from every one—policeman to politician, the 
boy at school and the man in the office, the child at 
play and the woman in the kitchen. We are in the 
“must buy” period of the year and we can demonstrate, 
as one safe, sound and sincere industry, that we can 
continue to make a living in shoes and maybe a little 
profit. 

The last quarter of the year is so important that we 
urge all shoe men to focus their eyes on the fitting 
stool. Thirteen weeks to go and the calendar total 
will be red or black, as you make it, in this final drive. 
Conversation has its place but there is no escape from 
the necessity of doing business day by day with all the 
tools at your command. 

So brighten and sharpen up, the fit will get the 
business—and you can take those last six words two 


ways. 


ae 


MORE PEOPLE WALK ON 
GOODYEAR HEELS THAN 
“ON ANY OTHER KIND 


* @ Naturally, manufacturers want to help 
you sell their shoes. 


That’s why so many of them use rubber 
heels. They know the public wants them. 


But the manufacturers who want to do most for the 
retailer go a step farther. They pay a little more to 
ve their shoes the plus sales appeal of Goodyear 
Is. They know that more people want Goodyear 
heels than want any other kind. 


And to the selling power of their great name, the 
Goodyear Custom and the Goodyear Wingfoot add 


a smartness of appearance and a degree of long 
wear unsurpassed by any other heel. 


THE GREATEST NAME IN RUBBER 
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STREETS in well-planned cities aren’t the only double- 
decked architectural developments these days. The well- 
planned shoe store now has its double-decked window, 
which is not a wild dream, but an actuality in the newly- 
remodeled Walk-Over Shoe Store at 125 South State 
Street, Chicago. 

The store of this particular store in itself presents an 
evolution in store fronts and window displays which 
ranges from the early “show all you have” era down to 
the latest and most modern trends. This new window 
permits a horizontal instead of a vertical division of 
merchandise and is divided into two decks, the lower 
and smaller section being separated from the above and 
main window portion by a bronze bar. This makes it 
possible to display both sale and current merchandise 
in the same window without spoiling the effect of either 
and without confusing the customer. During other than 
sale times the lower portion of the window is to be used 
for display of handbags, hose, and any other specialty 
or accessory that needs emphasis. Illumination for this 
portion of the window, comes from behind through a 


Above:—Exterior of the remodeled 

W alk-Over Store. The front is black 

marble trimmed in white vitrolite. A 

new type of lighting is used to gi 


the store name added b ; 


Right :—Display window, showing the 
horizontal division. A bronze ba~ 
separates the upper and lower por- 
tions. Shoes can be arranged in the 
main portion, with harmonizing ac- 
cessories below, so as to produce a 
pleasing and informative display. 
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Well Planned 
STORE 
Features New 
Arehiteetural 


Developments 


Double-decker Window Planning Invades the 
Shoe Field in this Newly Remodeled W alk-Over 
Store. This New Development Ensures More 
Attractive, Less Crowded Displays Without Con- 
fusing the Customer. 


ground glass partition. During the Christmas season 
colored lights will be used to work out an effective 
decorative scheme. 

The upper window background is of flexwood, which 
is actually wood but so thin that it was put on like wall 
paper. A frieze lettering of Walk-Over shoes is worked 
in the upper edge of the window in open letters so that 
the illumination shows through from behind. 

The new front is of black marble and the trim around 
the windows is of white vitrolite. The name of the store 

[TURN TO PAGE 46, PLEASE] 
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EXTRA 


MEANS GREATER VOLUME, REPEAT SALES, FASTER 


TURNOVER AND MORE PROFITS FOR YOU 


NEW HI-CUT 
BACK FOR 
COMFORT 


SANITARY INSOLES 
«+» REALLY WATER- 
PROOF 


No. 305—White Bleached Duck 
RUGGED DUCK 
Sanitary Insole UPPERS FOR 


, LONG WEAR 


HEAVY ALL- 
AROUND FOXINGS 
TO TAKE PLENTY 
OF PUNISHMENT 
SPONGE ARCH 
CUSHIONS TO 


ABSORB SHOCKS 


No. 396—Black Duck | Men’s 6% 
No. 397—Brown Duck to 12 
No. 398—Blue Duck Boys’ 1 to 6 


Full freight allowance on orders 
for 8 dozen or more. Terms 60 
days net. 


AMERICA’S FASTEST GROWING LINE OF CANVAS SHOES 


LIGHT TREADS have that extra value because the 
same manufacturing principles control their making 
as are used in the production of our leather shoes. 
Lasts and patterns, new to the canvas shoe field, have 
been created by our expert designers. The textiles 
used in LIGHT TREADS are woven in our own cot- 
ton mill where only long cotton staple of 1 
tensile strength is used. The specially processed rub- 


ber parts are compounded in our own rubber plant. 
Thus, with large controlled production facilities, plus 
our highly economical distributive organization, we 
have been able to build into LIGHT TREADS greater 
value and still maintain attractive price ranges. Put 
this extra value to work in your store. It means extra 
profits for you. 


* A post card will bring our salesman to your store * 


SHELBY 


INTERNATIONA 


SHOE CO. 


IGH 
: 
Pigskin design Brow, Saddle, Sani- 
tary Insole, Sponge Heel and Arch 
Support. Men's 6% te 12. 
398 
No. 347—Brewn Duck 
No. 345—White Duck 
Men's 6% te 12 
Sponee Heel and Arch Suppert, San 


John B. Atkinson, American representative of the Bata 
Shoe Company, returned from Zlin, Czechoslovakia, on 
Monday, September 19, and gives us the benefit of his 
observations in that country. It's hot news from the 


hottest spot on the face of the globe. 
EDITOR’S NOTE 


@N Monday, September 19, I returned from a six 
weeks’ trip to Europe, during which time I spent over 
three weeks in Czechoslovakia and approximately ten 
days in Germany and Austria. I also visited the Bata 
factories in Holland, England and France. Therefore, 
I had an excellent opportunity, particularly during my 
stay in Czechoslovakia, Germany and Austria, to see 
and study conditions as they are in Europe today. 

I found in Czechoslovakia a great enthusiasm on the 
part of the people to defend their homeland and abso- 
lutely no fear of a war against Germany, because they 
had such confidence in their own ability to defend 
Czechoslovakia. 

It so happened I had an opportunity to see some of 
the Czech troops at maneuvers, and with the military 
knowledge I have as a result of over twenty years in 
the National Guard and two and a half years of ser- 
vice in France during the War, I can safely state the 
army was extremely well equipped and the esprit de 
corps was excellent. I found the soldiers to be infinitely 
better equipped than American troops are at the present 
time and to have a strong enthusiasm and absolutely 
no fear of war or the results of it. 5 
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WHAT 
WILL HAPPEN 
TO BATA? 


Authentic Report on Czechoslovakian 
Crisis and the Position of the Bata Shoe 
Company. 


by 


JOHN B. ATKINSON 


I also found throughout Czechoslovakia, where | 
traveled over 2000 miles by train and car and visited 
in at least fifty different cities and villages, there is an 
ample supply of food and the population was quite 
determined to defend itself in case of emergency. In 
not one single instance did I see any evidence of fear 
against Germany. 

I also visited about fifteen villages and cities in the 
Sudeten district and was interested in talking with 
various people there to find that by no means all these 
Sudeten people are enthusiastic about becoming Ger- 
man citizens. They all seem to realize in case of war 
theirs would be the first district to be injured, and 
furthermore many of them realize that in Czecho- 
slovakia they have the same liberties and rights as any 
American citizen has here in the United States, whereas 
if they went under German domination they would be 
deprived of any personal rights. 

Many Sudetens were leaving the Sudeten district be- 
cause they did not share Heinlein’s viewpoint, and 
realizing that in the case of emergency they would be 
the first to suffer, are anxious to quit these districts. 

I found many of these people interested in maintain- 
ing Czech citizenship rather than becoming Germans 
and found absolutely no complaint as to their treatment 
by Czech troops. 

Much has been said by Hitler regarding the rights 
of these people and the general impression has beer 
given to the public that these people are actually Ger- 
mans and were taken away from Germany by the treaty 
of Versailles. 

There is not one single part of Czechoslovakia that 
[TURN TO PAGE 40, PLEASE| 
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The length of time sole leather retains its wear-value may be 
considered its life. Tanning and finishing improperly done mean 
rapid deterioration. When care is exercised, tanning holds the fibre 
bundles in place. It avoids splitting up into small fibres. It preserves 
the fibrous substance of the leather. For the protection of your 
patronage and prestige, we spare no time or expense in making sole 
leather that will stand up in all weather. Our illustration shows a 
ten iron outsole of 


KISTLER “BENCH BRAND”’ SOLE LEATHER 


cut twice. The grain surface is held back to show the close-fibre 
structure of the middle layer. Even the last and flesh layer reveals 
complete tannage. Thoroughness is our guiding principle. The whole 
sole is a unit of three essential qualities—Compact Fibre—Com- 
plete Tannage— Moisture Resistance. Bid for greater sales and 
profits by using “BENCH BRAND” Sole Leather on your street, 
dress, sport and work shoes, for men. 


THIS CHART REPRESENTS & 
OF LEATHER THE 
USED FOR KISTLER 
BRAND SOLES IS ABOUT 


FOUNDED 18640 


mii BOSTON - MASS: 
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ASS the season rolls along and shoe merchants go into 
the second period of Fall selling, what of that important 
accessory, the handbag? What types will the woman 
with average income carry this- Winter? Big or little? 
Deep or shallow? Box-bottomed or soft and squashy? 

The shoes illustrated here are the answer to these 
questions. No one type can be picked out as the bag of 
the season. For spectator sports and wear with tweeds 
and woolen dresses, there are rectangular bags in calf 
and alligator calf with top handles and boxy bottoms. 


Wardrobe 


A Fashion Necessity 


To carry with the in-between shoes—what we have 
been calling the “softly tailored” —the “sculptured” calf- 
skin bag is ideal and the very newest and brightest idea 
of the season. (Manufacturers are reporting difficulty 
in keeping up with the demand.) This treatment gives 
the leather a puffed or quilted look and is right in line 
with the fashion for quilting in dresses, jackets, etc. 
One manufacturer calls it “Quiltette.” These semi-tail- 
ored bags have straight, simple silhouettes and top 
handles and are large enough to be practical and 


tk 
ar 
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Review of the Market 


Shows Bags fer Every Occasion to Complement the Variety of Fall Shee Types 


capacious, but not large enough to be in the soft, 
squashy class. These are enormous affairs which are 
carried under the arm and require no top handle. They 
have a casual air which makes them just right for the 
softly tailored shoe and costume. 

Among the smartest dressy bags are the deep rect- 
angular shapes with long handles, usually in suede. 
They are sometimes “sculptured,” sometimes trimmed 
with pleating, stitching or touches of gold. This is the 
type of bag that is specially adapted to the use of gold 
initials. 

For more formal wear, such as cocktails and dining, 
there is the very little bag, dainty in pattern, material 
and detailing. 


BAG TYPES MATCH SHOE TYPES 


Every one of these is as necessary to a woman's 
wardrobe as her different types of shoes—spectator, 
sport, softly tailored, dressy daytime, or cocktail and 
dining. And for each of these shoes there is a suitable 
bag. Never has there been a better year for the shoe 
retailer to sell bags and shoes together. 

Coordination of bags and shoes is carried out in three 
ways. One-—they may be exactly matched in material, 
color and treatment as illustrated here. This exact 
duplication is unusual in the lower price brackets, how- 
ever. In general, only a few very high grade manufac- 
turers are attempting this kind of coordination. 

[TURN TO PAGE 36D, PLEASE] 
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STORES 


Hard Mit by Hurricane 


S tores of F. E. Ballou Company and Thomas F. 
Peirce & Son in Heart of District Inundated by Hurri- 


BB OSTON, MASS.—Reports received in Boston from 
Providence, R. I., which caught the full brunt of the 
hurricane and its accompanying tidal wave on the after- 
noon of Sept. 21, paint a picture of damage to shoe 
stores and shoe departments which, including stock, 
fixtures, windows, etc., may easily reach much more 
than a million dollars. Damage to shoe stocks alone 
is estimated at about $300,000. 

Swept inland by a hurricane which reached a maxi- 
mum of 100 miles per hour, the waters of the harbor 
engulfed the low-lying business and shopping district 
where it was lashed into waves before which plate glass 
windows snapped and telephone and electric light poles 
crashed, carrying with them miles of charged wires. 
This district included parts of such shopping streets as 
Westminster, Weybosset, Washington, Mathewson and 
North and South Main. 

In this district, the two worst sufferers were the stores 
of the F. E. Ballou Company at 145 Weybosset Street; 
and Thomas F. Peirce and Son, at 173 Westminster 
Street. Water in the Ballou store reached a total depth 
of eight feet, the shelving collapsed and the entire stock, 
which usually averages close to $100,000, is understood 
to have suffered extensive damage. In the Peirce store, 
the water depth ranged from five to seven feet, and 
approximately one-half of the stock, with a total valu- 
ation of somewhat more than that in the Ballou store, 
is said to have been damaged. Detailed and more 
accurate estimates are impossible to make at the present 
time as the city is still under martial law and visitors 
to the business district can enter only with the permis- 
sion of the police. Wire service is only partially re- 
stored. All space is needed for those engaged in salvage 
and repair work which is proceeding at a rapid pace. 

These are two of the best-known stores in New En- 
gland, if not in the entire country, but there is no indi- 
cation of loss of courage on the part of the owners of 
the businesses. Repairs will be made, new merchandise 
will be bought and business will be as usual within 
a short time. 

In the department store group—The Outlet Store, 
Boston Store, Gladding’s and the Shepard Store—the 
only sizable loss thus far reported was suffered by the 
last. In the basement store room of this store a stock 
of shoes valued at $50,000 was submerged and so badly 
damaged as to be without much value. There was 
damage in the basement store of the Outlet, also; but 
none has yet been reported by either Gladding’s or the 
Boston Store, in which the shoe department is on the 
second floor. The shoe department in the Gladding store 


cane and Tidal Wave — Other Stores Suffer Damage. 


is on the first floor and it is assumed that the damage 
there will be considerable, although the store was able 
to resume its service to the public on Saturday, Sept. 24. 
In fact it was the only store open for a long stretch along 
Westminster Street. 

Another heavy sufferer was the store known as Gil- 
more’s Pretty Shoes, a subsidiary of the Sterling Shoe 
Company, at 232 Westminster Street, where 40 per cent 
of the stock was destroyed by water. 

In addition to the stores mentioned, stores listed as 
being in the district most affected by the flood include 
the Arch Lift Store in the Woolworth Building; Arch 
Preserver Boot Shop, 137 Mathewson Street; Charles 
P. Connell, 198 S. Main Street; F. B. Crosby Co., 30 
North Main; W. L. Douglas Shoe Co., 338 Westminster ; 
Enna Jettick Boot Shop, 305 Westminster; Florsheim 
Shoe Store, 151 Mathewson; John The Shoeman, 184 
Mathewson; T. H. Luther Shoe Store, 73 Westminster ; 
Modern Shoe Store, 206 Westminster; Morse Shoe 
Store, 262 Westminster; Nisley Shoe Store, 286 West- 
minster; Regal Shoe Co., 196 Westminster; Sterling 
Shoe Store, 220 Weybosset; Sullivan Company, 159 
Westminster; and Whitmore’s Arch Aid Shoe Shop, 
236 Westminster. The amount of damage to these 
stores and their stocks, if any, is unknown and cannot 
be ascertained until communications systems are repaired. 


THE shopping center of Boston, as well as the out- 
skirts and most of the suburbs escaped with damage 
so small as to appear trivial when contrasted with the 
losses in the sister city of Providence. There was no 
damage to shoe stocks in any Boston store, metropolitan 
or suburban. In the suburbs, one or two plate glass 
windows crashed and signs were torn loose from their 
moorings above store entrances. That about tells the story. 

Farther west in Massachusetts and in the Connecti- 
cut valley towns of this state and of the state of Con- 
necticut, heavy damage is reported from floods which 
swept the business districts. Hartford, Conn., stores 
are understood to have been badly damaged in many 
cases, as is the case, also, in Fitchburg, Springfield and 
Greenfield, Mass. No estimate of the damage, however, 
can possibly be made. 

Faced with what may seem to many to be irreparable 
damage to property, to say nothing of the more than 
500 persons reported dead or missing, New England 
faces this crisis as she has faced many others in times 
past. There is plenty of capital with which to build 
anew and plenty of courage to carry on. 
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sells your shoes all 


two-toned summer 


Its adaptability to the po 
shoe enables this handsome v le tannage 
to make more profits for you the year around. 
No matter what the season, nd Gallun’s 
vegetable-tanned leathers at the top of the line, 
in catalogs of leading manufacturers, for town 
shoes and sports shoes, for heavy brogues and 
the lighter bom of spring and summer. 

With its rich, hand-boarded grain, Norwegian 
Calf, like all Gallun vegetable has that 
delightful softness which makes it a joy to the 
feet at the first wearing — and ever after — 


Norwegian Calf 


hend-bocarded grain 


Cretan Calf | 


bat nes 


round thefealendar 


even when shoes are subjected to repeated wet- 
ting and drying. This same quality makes for 
a clean-cut job of punching and foxing. 
Vegetable tannages expand and contract far less 
than ordinary leathers, giving greater comfort 
and fidelity to shape, qualities which build re- 
peat business for you. 

Available in the wanted colors. In making up 
your next order, check the numbers in Gallun 
vegetable tannages . . . A. F. Gallun & Sons 
Corporation, Milwaukee, Wisconsin. 


Calf 


Water-resistant 
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city. The one item of Boy Scout apparel whose sale is not restricted 


alone, these official Boy Scout shoes 
wide popularity among 


to 
made by Gerberich-Payne Shoe Co., en 


Boy Scout Window Display Features Shoes 


two large placards, the one at the left showing in detail the various parts used in 


the construction of these shoes and the 
entitled “ 


Shoe Merchants Plan for Sales Increase 


[CONTINUED FROM PAGE 21] 


lot of open toes, and high-riding shoes 
are much in evidence.” 

In the ladies’ shoe salon, Boston Store 
sells from $6.75 to $18.75. 

“August, 1938; was much better than 
August a year ago,” is the statement 
of A. Goisman, in charge of the men’s 
shoe department at Boston Store, “and 
our business is showing a steady in- 
crease. All indications point to a suc- 
cessful business this Winter.” 

In Mr. Goisman’s department, men’s 
shoes sell from $4 to $13.50. 

S. J. Brouwer Shoe Co., well known 
throughout the country, operate a suc- 
cessful shoe business of the family type, 
with special emphasis on orthopedic 
footwear and fitting service. They look 
forward to an excellent season’s bus- 
iness. 

Browning, King & Co., Milwaukee, 
price their men’s shoes at from $7.95 to 
$12.85, and it has been the experience 
of A. C. Jossi, department manager for 
the past three years, that he has sold 
two pairs in the price range from 
$10.85 to $12.85 for every one pair sold 
at $7.95. The answer is, in Mr. Jossi’s 
words, “Men are looking for better 
shoes. They want better merchandise. 
I think there is a bright future for us, 
and I believe that from now until! Jan. 1 
we can look forward to selling more 
pairage than we did in the same period 
last year, and that means more dollar 
volume.” 


L. W. Olson, manager of the Nunn- 
Bush Shoe Store, Milwaukee, finds that, 
“The first eight months of 1938 were 
away ahead of the first eight months 
of last year, and our Fall business is 
coming along very well. Crepe soles and 
heavy grains found a heavy demand 
from younger men going away to 
schools, and later in the season the reg- 
ular Fall lines got off to a good start.” 

Mr. Olson sells his shoes from $5 to 
$12.50. 

Capital city of Wisconsin, Madison, 
with the University and state offices, 
has a stabilized buying power. A five 
million payroll for University faculty, 
four-and-a-half million in state sala- 
ries, and an estimated nine to twelve 
million annual expenditure by Univer- 
sity students is less susceptible to na- 
tional business slump than in the case 
of industrial payrolls. 

Effective buying income of $166,000,- 
000 is found in the half dozen south- 
western counties of Wisconsin which 
constitute Madison’s trade territory. 
The capital is noted for the large num- 
ber of “Class A beds” in its hospitals, 
its dignified and cultured life, and the 
beauty of its residential districts. 

Herman Mautner, of the Applebaum- 
Mautner Co., who leases the shoe de- 
partment at Harry S. Manchester, Inc., 
Madison department store, says, “We 
are optimistic here. The first reactions 
to Fall merchandise have been very fa- 
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vorable. Our customers accept our bet- 
ter grade shoes more readily than they 
did the last two seasons. 

“Despite the advent of platform soles, 
the Fall line-up will not be as diversi- 


» fied as it was this Spring, making for 


easier, operation and more satisfactory 
service to our customers. 

“In this store we are more and more 
giving due importance to the ensemble, 
and the accessory departments are 
working with us to have matching col- 
ors and materials in bags, belts and 
gloves. This has added to our prestige 
among our customers, as many of them 
have come to depend on us for proper > 
co-ordination. 

“The women’s shoe business today is 
really interesting and fascinating. All 
lines of shoes have improved greatly, 
and patterns are so very beautiful that 
there is real zest to the game.” 

Applebaum-Mautner Co. sell ladies’ 
shoes from $5.50 to $14.75, and chil- 
dren’s from $2.50 to $6. 

“Our business is on the upgrade, 
emphasizes J. H. Meyer, assistant 
manager of the shoe department, Bur- 
dick & Murray Co., Madison. “We our- 
selves, as well as our customers, look 
forward to the Fall and Winter with 
a much better attitude. The customers 
are not so picking, and are quality- 
conscious rather than price-conscious. 

“We have not noticed the so-called 
‘recession.’ The public are buying with 
confidence, and when we say to them, 
‘It is a $7 shoe,’ they know that it is 
a $7 shoe. We do not fool them. 

“Our business has shown an increase 
of from 25 per cent to 27 per cent dur- 
ing the first eight months, over the 
same period last year, and this percent- 
age of increase applies to the month of 
August, considered individually. 

“Use of direct mail accounts to some 
extent for the sales which we have been 
making. Through the mails we send 
invitations to those on our lists, which 
we have carefully compiled, asking 
them to visit our shoe department. 

“We increased our budget for Fall 
purchases of stocks 35 per cent over 
last year’s Fall budget, which is a con- 
crete illustration of our confidence in 
business conditions.” 

Burdick & Murray Co., ladies’ ready- 
to-wear specialty shop in its 60th year, 
selis shoes in three price divisions, 
$4.95, $6 and $6.95, with a few sport 
shoes at $3.95. 

“My business has been at least 20 
per cent over last year, for the first 
eight months,” reports R. A. Wittwer, 
who leases the shoe department in Spoo 
& Stephan, Inc., Madison men’s store, 
who sells his shoes from $5 to $12.50. 
“There was only one month in which 
I did not have an increase over 1937, 
and that was May, which was 4 per 
cent below 1937. May is nearly always 
a good month for sport shoes, but this 
year the wet weather hurt the sales. 

“In the Fall of 1937 we had the big- 
gest demand that we have ever had for 
heavier types of shoes, heavier graip 

[TURN TO PAGE 42, PLEASE] 
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GIVE THE LINE A WIDER, MORE COMPLETE STYLE RANGE 


Spectator Sport types from 
the Foot Saver Skuffie Line, 
by the Julian & Kokenge 
Ce., Columbus, Ohio. “The 
Seminole” is Ohio’s Brown 
My-Ak-Ka Alligator all over 
pattern. 


“The Hague” is an effective 
use of My-Ak-Ka with Suede, 
showing My-Ak-Ka on the 
vamp plug and Dutch Boy 
Heel. 


Originality in the styling of fine footwear has an that identical patterns can be cut efficiently from 
ally in Ohio’s Embossed Creations. Unique the same skin, and are produced in a variety of 
among smart leathers, they offer an inspiration designs and colors, to individualize the style, to 
to the alert designers of nationally successful complete your line-up to diversify milady’s shoe 
lines. The grains are authentic, and so arranged wardrobe. Write for samples. 


CREATIONS GALF 


A COMPLETE SERVICE IN FINE CALF LEATHERS y 4 


THE OHIO LEATHER COMPANY GIRARD, OHIO (Vim 
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N. S. R. A. Issues Costume Co-ordination Books 


New Service for Members Shows Correct Apparel, Shoe, 
Hosiery and Accessory Tie-Up for Men and Women 


RRECOGNIZING the steadily increas- 
ing importance of correct co-ordination 
of shoes with apparel and accessories, 
the National Shoe Retailers Association 
has undertaken an important new ser- 
vice to its members in the preparation 
and publication of two very compre- 
hensive costume co-ordination books, 
one for men and the other for women, 
covering the Fall and Winter seasons. 
These books have been in the hands of 
members of the association only about 
two weeks, and already they have called 
forth many favorable comments based 
upon their practical usefulness, as ex- 
pressed in letters from merchants and 
shoe department managers to the as- 
sociation’s executive vice-president, L. 
E. Langston. 

The women’s costume co-ordination 
book is entitled “Fashions and Foot- 
wear—Fall and Winter, 1938-1939.” It 
shows samples of suit, coat and dress 
fabrics in the principal Fall weaves and 
colors, a page being devoted to each 
of the principal costume colors in the 
various materials, with samples show- 
ing the correct shoe leathers and the 
proper hosiery to be worn with each of 
these colors and costume materials. 
Thus it illustrates the correct costume, 
hosiery and shoe combinations by 
actual samples of the fabrics and 
leathers. There is also an illustration 
on each page of appropriate handbags 
and gloves. 


The purpose and use of the book are 
explained in the foreword as follows: 
“This book was planned to give help in 
concrete form to the customer and sell- 
ing force alike. It lays down no hard 
and fast rules. It does offer accessory 
suggestions based on the most talked 
about and most promoted fashion colors 
of the season. It does not pretend to 
cover the subject in its entirety, for 
possible combinations are almost end- 
less. 

“Diversity of shoe materials also of- 
fers appealing sales suggestions. To co- 
ordinate with various costumes you 
have a wide range of textures including 
smooth and reverse calf, suede, kid- 
skin, reptile, grained calf, patent leath- 
er, buck and pigskin. Each has its 
place in creating the perfect ensemble 
for the occasion. 

“In your own store the contents of 
this book may be modified or expanded 
according to the scope of your stock, 
the type of your customer and the 
fashion knowledge of your sales per- 
sonnel. A knowledge of what is selling 
in ready-to-wear, hosiery and other ac- 
cessories is essential to the shoe sales- 
man.” 

Letters and expression from shoe re- 
tailers who are actually using these 
style co-ordination books in their stores 
indicate that they are of great practical 
use in selling customers who are in 
doubt as to correct color and costume 
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combinations, in making extra sales and 
in avoiding walk-outs when the store 
doesn’t happen to have in stock the 
exact style the customer had in mind 
when she entered the store. By re- 
ferring her to the book and showing 
her that the salesman’s advice is backed 
up by fashion authority, she can be 
convinced in the great majority of in- 
stances. Its value in other phases of 
store operation than selling, as for ex- 
ample in the planning of window dis- 
plays, advertising and promotion is 
obvious to every shoe man who examines 
one of these books. 

The “Style Book for Men” shows 
samples of suitings, hosiery and leath- 
ers in much the same manner as the 
women’s book, and in addition analyses 
the basic trends to give a clear idea of 
the correct style and last and the leath- 
ers which can be worn to best advan- 
tage with the various fabrics and col- 
ors, for such occasions as town wear, 
semi-sports and sports wear, cruise and 
resort wear, Summer sport, lounge en- 
semble, evening and formal evening 
wear. 

“Dealers in men’s clothing every- 
where,” says the introduction, "recog- 
nize a trend to greater style conscious- 
ness among all customers. This trend 
bids fair to penetrate still further. 
How to keep it going—how to further 
capitalize on it—is the pressing prob- 
lem today. This men’s style book is in- 


Association, Department A, 


National Shoe Retailers 
274 Madison Avenue, New York, N. Y. 


Gentlemen: 


HOW TO ORDER N.S.R.A. COSTUME BOOKS 


‘ati: 


The Costume Books referred to in the story on this page are 
available only to members of the National Shoe Retailers Asso- 


We are members of the N.S.R.A. (Cross out if not a member.) 


our name on p rolls at the membership 


$2.00 for the remainder of the year 1938. 
member.) 


This is your authorization to ship us the number of books re- 
quested below. 


WOMEN’S BOOK(S) ($2.00 each) 


The Women’s Book—‘“Fashion and Footwear”—is $2.00 per 
copy. The “Men’s Style Book” is $1.50 per copy. 


Regular membership in the N.S.R.A. is available to all shoe 
retailers in the United States. Affiliate membership is available to 
manufacturers and those connected with allied trades in the 
United States, and to all branches of the Shoe and Leather In. 
dustry in the Dominion of Canada and the Republic of Mexico. 
Both regular and affiliate membership dues for the remainder of 
the year 1938 are $2.00 for new members. (Annual dues are 


$5.00.) 


Those desiring these Books will kindly fill out the form opposite 
and return to the National Shoe Retailers’ Association, 274 Madi- 
son Avenue, New York, N. Y. 


4 
i 
i. Please Detach Here 
rigs 
| 
i 
| 
‘ 
| ~ 
' 
J 
MEN'S BOOK(S) each) | 
You will find our check enclosed in the amount of $.........-. 
1 
2 
or 
PF; 
(ADDRESS) 
(CITY AND STATE) 
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tended to meet that problem squarely, - 
to aid and to supplement your selling : 
efforts and help build your volume in 
clothing, shoes and other accessories. 

“You will find ‘painted’ in these pages 
a broad picture of what the well- 
dressed man should be and is wearing. 
We have purposely made it broad and 
flexible because we want it to help 
stimulate the imagination and buying 
desires of the greatest possible number | 
of your customers. But in so doing we 
have not sacrificed smartness.” 

Typical of the many expressions that 
have come to N.S.R.A. headquarters 
regarding the value and practical use- 
fulness of these style books are the fol- | 
lowing excerpts from a few of these | 
unsolicited letters to Mr. Langston: 


From F. E. FOSTER & COMPANY, | 

Chicago, IIL: 

“We acknowledge with thanks the 
two copies of ‘Fashion and Footwear.’ 
The enthusiasm and interest shown by 
our organization in this book is a joy 
to witness. You and your committee | 
who are responsible for this achieve- 
ment deserve the highest praise and an 
unanimous vote of thanks by the entire 
membership of our association. This 
effort and its result is one of the out- 
standing accomplishments of our asso- 
ciation and will do much to promote “A 
membership and the highest regard of 
the entire craft. I wish it were possible LTHOUGH | am only 19 and tremendously 
for me to really put in words our ap- 
preciation and thanks. Suffice it to say: interested in men, clothes and good times, |, too, 
‘A good job well down. A great hel; ‘ 
> cur tedestep—Congretictions’” know what | want when it comes to shoes. 


From WILLIAM HAHN & COM- Of course, | have some of the cutest pumps and 
PANY, Washington and Baltimore: 
most knock-out looking sandals you've ever seen, 
test of the ‘Fashion Footwear’ books in . 
our various stores and departments, but Boy!—do they kill my feet! 
and I want to tell you how effective 


they have proven to be. All of our de- 4 H 
Siete ‘cases thet Gar tame tome Last week the nicest man sold me a pair of new 


pumps and fitted them with Trimfoot. I've never 


a oe en Pee had such marvelous comfort in any pair of shoes. 


ee In fact, he's my friend for life." 
From THE MAY COMPANY, Denver, 


mrTeday I received the complete cos- This nice man turned a shopping customer into a satisfied, repeat 
do want to tell you that I think these | booster for his store. He did it by extending his store's service to 
are the best that I have seen. They an otherwise hard-to-please customer. 


will be a great help to salespeople who 
make suggestions on the floor, and 


here in do ' ice i i i 
=~ cae Sas Se oe Your store's service is the One Thing that can give you the edge on 


It will certainly help to close the competition. Specialize and develop your service by featuring 
Wizard Foot Relief. 


From R. H. FYFE & CO., Detroit 
ee: Write immediately and learn about The Wizard Way to Greater 
books.” Profits and More Satisfied, Repeat Customers. 


From INNES SHOE CO, Los Angeles: 


“We are today in receipt of the two WIZARD COMPANY 


costume co-o 
| Canadian Distributors: Canadian Specialties, Ltd., 49 Sanford A 


* 
ST. » MISSOURI 
AY 
WALS/ ENGLAND 
e., Hamilton. Ont 


TRUE STORY No. 6 

Not fiction but fact, furnished by a Wright 
Arch Preserver dealer . . . and but one of many 
such true experiences frequently sent in to us. 


Not long ago, out Denver way, the students of 
a certain professor found that life's little lessons 
were not easily learned. 

While all's well now, it seemed that the teacher's 
good disposition was tied down to the ground by 
aching arches. The turning point came when the 
attractive windows of the Fontius Shoe Store 
intrigued him inside, and he met salesman Titus. 

A few days later Junior Titus remarked to his 
dad that his teacher was a new and improved 
man, both physically and mentally. The profes- 
sor's new shoes took his blues away. 

Yes, it was to this same teacher that Mr. Titus 
had sold a pair of Wright Arch Preserver Shoes. 
the four patented foot-health features favored 
his feet, such fine style and superb constructions 
were in keeping with his position. And so a life- 
time customer was made for the Fontius Shoe 
Store and Wright Arch Preservers. Why don't 
you find out all about our friendly franchise? 
Write today. 
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Autograph Board Proves Successful in 
Promoting College Shoes 


Brwwceprort, Conn.—This novel board is an original 
idea of J. T. Olinsky at Jax Shoes, here. It was set up 
this year as a record of college boys who buy their 
school shoes at this store. Each student signs his name 
and the name and address of the college to which he is 
going. As a result, says Mr. Olinsky, “In ten days 
time, we had a list of boys whose destinations spread 
from coast to coast, including destinations and locations 
which we never knew existed. This created a terrific 
interest to boys, their parents and their friends and re- 
sulted in many people coming into the store to look and 
many coming in to buy as well.” The board will be 
kept in the Jax store as a permanent memento to be 
shown again at holiday seasons. New ones will be made 
each year. 


Celebrates 66th Anniversary 

Eaton Rapips, Micu.—The Bentley Shoe Store here 
celebrated its 66th business anniversary recently. It 
was founded by the late L. A. Bentley in 1872. H. S. 
Bentley, the son, has conducted the business since his 
father’s death in 1906. When the store moved into 
its present building it was pronounced the most modern 
shoe store in Eaton County. 


SNP _. . 
a 
| 
ELT, WRIGHT & CO, INC. ROCKLAND, MASS, 
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Stopping the Customer 


IT takes only seven steps for the average person to 


pass a shoe store window display. To attract their — 
attention and get them to stop and look at the window — 


is the secret of good merchandising. 


Today colors dominate in creating shoe display win- _ 
dows of artistic appearance. One of the color ideas | 


that is now being used by Koury’s Shoe Store, Vicks- 


burg, Miss., is a window trim paper for the back wall. | 
This covers the entire back wall and is a thousand times _ 
better than a blank back wall. It gives a perfect blend © 
or setting in striking colors for the merchandise dis- _ 


played in the window. 

This paper comes in many different colors. Right 
now, Koury is using a beautiful back wall paper that 
is rich in gold with leaves thereon in red and dark 
brown, which are the perfect Fall colors. 

It is very easy to put up and take down for it is not 
stiff like wall paper, requires no paste but is a soft 
crepe paper that looks like wall paper, yet it is not. 
It is put up with thumb tacks. 


“Swing Welts” Score for O-G ~ 
TRIBUNE PAGE AD PRODUCES 


BIGGEST THREE DAY BUSINES 


BEFORE ANY LABOR DAY IN THE HISTOR 
OF O'CONNOR & GOLDBERG 


have ever had since O’Connor & Goldberg 
business,” according to Harry Silver, men’s 
shoe buyer for the famous Chicago retail firm. 


Prevent galoshes from marring 
suedes, gabardines, evening 
_ slippers .. . all fine shoes 


New Knit Slipons of Jersey and 
“Lastex" yarn already big 
seller at Marshall Field, Lord & 


PROTEK-SHUS* — a smashing hit every- 
where. Easy to sell with every pair of suedes 
and other fine shoes — add 15¢ extra profit 


FFER 


Introductory 
-SHUS, display card and 
for $5.00 is enclosed to cover this 
PREE for 


(86a) 
| 
| 
\ 
43 
| \ Taylor, Famous-Barr, and others. 
| ee ‘ | to every pair of shoes sold. You'll sell more 
suedes and more galoshes too, all winter. 
PROTEK-SHUS — advertised in Vogue — assure last- 
a ing beauty of fine shoes in “galosh” weather. Also 
| protect against scuffing when driving — when shoes 7 
. a i are in the closet or packed for travel, 
40% Mark-Up For You 
PROTEK-SHUS sell fast at 35¢ a pair — your profit is 
15¢—40%. Prove te yourself that you can sell dozens of 
& 7 pairs as others are doing. Send now for special quick- 
Se) PS turnover offer — 2 dozen pairs PROTEK-SHUS, sizes to 
fit shoes 5 to 10; counter display card, and liberal supply 
dtvered you tt caly 
BURSON KNITTING CO., Cedar and Wyman Sts., Rockford, Ill. 
( 
The Chicago Tribune recently published the advertise- - ; 
ment reproduced above to call attention to the success of 
O'Connor & Goldberg's newspaper advertising campaign 
launched just before Labor Day, proved to be “the biggest Ee 
thin Check here [] if you wish this order shipped C.O.D. 
hav You can place re-orders with your Findings Jobber. 


\~ 


BOOT anp SHOE RECORDER, October 1, 1938 


These Stars. 


add hbiilliance 
to Your line 


This modern shoe goring offers matching textures as 
well as matching colors — and every inch of FLEX-GORE 
provides the utmost in Style, Comfort, and Long Service 
Wear — the result of three generations of pioneering in 
the manufacture of shoe goring. 


Write tor complete 
line of SAMPLES 


e MOORE FABRIC COMPANY, Pawtucket, Rhode Island « 


N.S.R.A. Issues Costume 
Co-ordination Books 


[CONTINUED FROM PAGE 35] 


ordered from you in July and we are 
very much pleased with them. Would it 
be possible for us to obtain two more of 
these women’s costume books?” 


From B. RICH’S SONS, Washington, 
D. C.: 


“We have just received the men’s 
and ladies’ co-ordination charts and I 
think that this is the finest job the 
N.S.R.A. has ever done. You deserve a 
tremendous amount of credit for hav- 
ing undertaken and produced such 
masterpieces. It is certainly the type of 
thing that both men’s and women’s 
shoe retailers have needed, and should 
be a tremendous help in acquiring extra 
pairage and giving consumers more 
style information.” 

From SOUTHERN SHOE CoO., INC., 

Birmingham, Ala.: 

“We think you have done an out- 
standing, meritorious performance in 
getting this book out. It should be of 
immeasurable help in the selling of 
footwear and really is a credit to you 
and the association.” 

* 
From HANAN & SON, INC., New 

York: 

“These Costume Co-ordination books 


have definitely improved our sales and 
are giving our salesmen the confidence 
they need in approaching customers 
with a better knowledge of the style 
picture. 
* 
From STANDISH SHOE COMPANY 
(Walk-Over Shoes), Brockton, Mass. : 
“We have just received the Costume 
Co-ordination Book and I want to con- 
gratulate you and your organization on 
getting out such a splendid book. It 
will be a tremendous help to our sales- 
people. Please send immediately to the 
departments listed below one each of 
the women’s books.” 


From TURRELL’S, Seattle: 

“We have just received our copy of 
your new Style Co-ordination Book, and 
I want to be one of the first to congrat- 
ulate you on the splendid results. I have 
gone over it with a few members of 
our organization and they are all 
keenly interested in the book and the 
fact that it will be a permanent sea- 
sonal help in retailing.” 


From W. B. HAMILTON SHOE CO., 

LIMITED, Toronto: 

“We would ask you to kindly forward 
to us as soon as possible two of the 
‘Fashion and Footwear’ books for Fall 
and Winter. We think you deserve a 
lot of credit for getting out such a 
comprehensive book.” 


From VANCE SHOE CO., Gadsden, 
Ala.: 


“We have just received the two copies 
of ‘Fashion and Footwear’ for men and 
women and we want to say that you 
have certainly done a good job. It has 
already proven its real worth to us, 
both to the salesman and the cus- 
tomer.” 


M. N. Haines Holds 


Anniversary Celebration 

York, Pa.—tThirty-three years ago 
Mahlon N. Haines found York, and 
York found Mahlon Haines, and, ac- 
cording to Mr. Haines, a celebration is 
in order. Mr. Haines came to York pen- 
niless in 1905 and today owns what is 
recognized as the largest chain of in- 
dividually owned shoe stores in the 
country, so, Mr. Haines is holding a 
“Founder’s Day Celebration” in an ef- 
fort to show his patrons in York where 
five of his stores are located and his 
appreciation of their patronage. 

For each night of the week of Sep- 
tember 19 to 24 Mr. Haines arranged 
some sort of entertainment which was 
absolutely free to the public. He rented 
the White Rose arena skating rink and 
the Valencia Ballroom, one of the 
largest in the state, for two nights of 
the week, and other nights he staged 
races at his Haines Park race track 
and had barbecues at his Wizard ranch 
near York. 


j A 
REG. U.S. PAT. OFF. 
unth ge 
if. 
ELASTIC THREAD 
EXTRA Service Life 
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Our Dutch girl last, “THE GRETCHEN,” is 
the feminine counterpart of our unusually suc- 
cessful creation for men, “THE AMSTERDAM.” 


Shoes over this last, in street and spectator 
sport types, offer the utmost in foot comfort 
as a result of this newest style development 
of built-in extra toe-spring. 


“THE GRETCHEN” lends itself to a wide vari- 
ety of patterns with definite consumer appeal. 


UNITED LAST COMPANY 


“140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Boots and Saddles All Year "Round 


[CONTINUED FROM PAGE 16} 


this type boot. However, the practical- 
ity of these boots for riding is unchal- 
lenged and their colorful addition to 
eastern riding costumes is being seen 
among the younger sets on Long Island 
and other riding spots in the East. 

Jean Pettebone, fashion editor for 
Columbia Pictures, an enthusiastic 
rider from childhood, in an interview 
with Harry R. Terhune, field editor of 
the Boor AND SHOE RECORDER, states 
that three distinct influences mold the 
trend in riding apparel on the West 
Coast: the western working cowboy out- 
fits, the colorful Mexican-Spanish cos- 
tumes and the eastern formal riding 
apparel. 

Out of these three groups, she con- 
tinues, California riders have taken 
something from each group and have 
adapted it to their riding clothes. These 
clothes are seen in the dude ranches 
where nearly everybody goes over the 
weekend, or at Palm Springs during the 
season. 


Hollywood’s Contribution 


Hollywood’s great contribution to rid- 
ing is its definiteness in refusing to wear 
anything that is not comfortable and is 
not wearable. Smartness is not an 
original primary issue, yet out of the 
quest for practicability has come many 
smart combinations that are finding 
favor with experienced riders in all 
parts of the country. 

Some of these innovations are softly- 
tailored riding breeches made of light- 
weight fabrics, cut not quite so tight 
in the legs and with a sudden belling 
out at the instep. This is an adaptation 
from the trousers worn by Mexican 
charros. Vests are very popular as 
they protect the body, front and back, 
and do not bind the arms. Leather vests 
are much better liked than the fabric 
ones. 


Western Riding Costumes 

A great many slip-on shirts, either 
short or long sleeves, are worn not only 
by the casual rider but seen at horse 
shows where Western stock is being 
shown. 

The leather divided skirts worn with 
cowboy boots is a flattering feminine 
costume adapted by a great many 
women. This is a Western adaptation 
which “nice” women several years ago 
designed because of necessity in replac- 
ing the side-saddle skirt. It is an en- 
tirely Western in feeling and sometimes 
carries a fringed skirt, Indian fashion, 
and always the colorful, practical cow- 
boy boots. 

‘Soft casual shirts are always worn, 
usually accompanied by bright scarfs 
tied cowboy fashion. Hats range from 
the wide brimmed Stetson to the small 
leather beannie. 

This knowledge of costuming is most 


important, for there is a country-wide 
trend toward the self same dress. And 
this trend means a decided change in 
riding boots formerly carried in the 
great majority of shoe stocks. 

Unquestionably, the great number of 
“Westerns,” or “horse operas,” as cow- 
boy pictures are termed, is having a 
great deal to do with the colorful free 
and easy type of riding clothes so 
prevalent. 

There are various types of riding 
boots worn by the true Western riders, 
but the high-heel cowboy boot is one the 
vast majority of seasoned riders prefer. 
These vary in shape but the square toes 
with the highly-decorated legs are seen 
more than any other type. 


Jodhpur Boots Popular 


Another interesting boot is the jodh- 
pur with the elastic side. Vying with 
that for comfort is the soft Mexican 
gaiter-style boot. These fit close to the 
ankle and feature the high heel with 
either the square or the round toe. For 
the most part they are worn with long 
riding trousers and often with the well 
known blue denim jeans, now that these 
practical work clothes have become ac- 
ceptably smart. 

Gaiter boots are running a close sec- 
ond to the popular cowboy types. The 
English type gaiter boot is preferred 
by many women to wear with their 
jodhpur breeches. Some also prefer 
them to wear with the typical Western 
blue jeans and gay shirts. Women who 
are consistent riders invariably have 
several pairs of all three types, the cow- 
boy, the jodhpur and the Mexican adap- 
tation. 

The opportunity for shoe men to pro- 
mote and enjoy a good business on rid- 
ing boots is unlimited. America is be- 
coming more sports-minded as each 
year goes by and the sale of sport type 
shoes has risen steadily in the past few 
years. Skiing, golf and riding have 
opened the doors for extra profits to 
shoe men the country over, many of 
whom are today enjoying a substantial 
business in shoes for various sports. 

Accessories, too, play an important 
part in chalking up extra business for 
the shoe man selling sporting footwear, 
more so in riding boots than in any 
other type. Boot trees, particularly, 
should be a part of every sale of riding 
boots as they are very essential to the 
rider who would keep his boots in top 
condition, and boot jacks, boot hooks, 
spurs, riding crops and boot dressings 
are important and necessary items to 
the rider and to the shoe man as well 
who looks for a profitable riding boot 
business from the riding fans in his 
locality. 
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The Handbag Wardrobe 
[CONTINUED FROM PAGE 29] 


Two—they may be matched in color 
and material. Three — they may be 
matched in color only. The second shoe 
and bag illustrated here are an example 
of this kind of matching. The sculptured 
treatment of the bag surface changes 
the appearance of the calf so radically 
that it really appears to be of a dif- 
ferent material from the smooth calf 
shoe trimmed with pin point perfora- 
tions. The only point of coordination 
between the two is the wine color. 


High Style Trend 

This color matching of shoe and bag 
is right in line with the newest high 
style trend toward matching all the ac- 
cessories to one of the basic garments 
—either the coat or the dress. Contrast 
and variety are provided by a different 


_ color in the other basic garment and by 


the use of varying surfaces in the ac- 
cessories—calf bag with suede shoe, for 
instance. 

As the season has progressed, more 
calfskin has been sold earlier than 
usual. Manufacturers have been dis- 
covering over several seasons that it is 
extremely satisfactory for both soft 
and tailored bags. 

Black suede started the season, as 
usual. Now it is giving place to color 
—wine, spice, rust, with wine forging 
steadily to first place. Both calfskin 
and suede are selling in color. 

Top handles are still the big noise. 
Grosgrain ribbon handles on black 
suede are very smart and serve a very 
practical purpose in keeping the gloves 


Prystal and shell, as weil as gold, 
are important materials for the top of 
the frame and the fastenings. By an- 
other season, it is expected that Lucite 
will be within the range of the manu- 
facturers of lower price bags. Double 
bags, with entirely separate compart- 
ments on the two sides are seen in a 
limited number. They are extremely 
practical and compact. Zipper fasteners 
are extremely popular. 


MERCHANDISE SOURCES 
Page 14—Shoe tree by Rochester Shoe 
Tree Co 


Page 15—Left to right, upper line: J. 
M. Connell Shoe Co., Inc.; 
Kirkendall Boot Co.; H. J. 
Justin & Sons, Inc.; the 
same; English boot by Man- 
= & Sons; R. P. Hazzard 
Left to right, lower group: 
J. M. Connell Shoe Co.; R. 
P. Hazzard Co.; O’Donnell 
Shoe Co. 

Riding equipment through 
the courtesy of Ogden Sad- 
dlers, Inc., New York City. 

Page 16—Western boots worn by Miss 
Wells, H. J. Justin & Sons, 
Inc. Jodhpur boots by Colt- 
Crommell Co., Inc. 
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Primavera Green glazed kid is x f: 

used for the platform and lac- 3 Aa 

ings on a flat-heeled play shoe 
of black Maracain Kid. 


For Resort Shoes 
in an Old World 
Mood 


THE frontiers of fashion have extended into 
unexpected corners of the world. Women of 
fashion, vacationing in the South, and on cruise 
ships this Winter, will wear costumes inspired 
by the peasant galas of Central Europe. For 
them, we suggest shoes of Maracain Kid, New 
Castle’s new-old hand-grained kidskin. Soft and 
supple, it lends itself to both tailored and play 
shoes. In cyclamen tones, from pink to fuchsia, 
in blues, from pastel to Parisian, and in lively 
new greens and yellows, it is a perfect leather 
for resort shoes. 


New Crstle 
Allied 


100 old Street, New pat Cr 
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SOLES MUST BE ACCURATELY 
SORTED-BY-FIBRE TO BE 
ACCURATELY MATED lines like those . . . more even wearing char- 


The photoelastic pictures on the right show 
pale they can tell at a glance from which part of 
might break down before its mate, even though Their 
given identical wear. Strain lines show dif- pee equal 4 biliey, equal resist- 
equal stress ance to curly edges . . . to poor arch support 
is applied to each sole. Soles with the same to poor wearing qualities 
structures will not give equal service. information and pi 
But look at the left. Soles carefully ion 
sorted-by-fibre will have similar strain Boston Philadelphia New York Chicago 


CUT SOLES ann SOLE LEATHER = PURE OAK BARK TANNED 
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Saturday, October I, 1938 


Shoe Trade Shows Gain in September 


Wichita Merchants Report Good Increase Over Same Month 
Last Year—Black Suedes Lead but Increased Interest 
Noted in Smooth Leathers and Colors 


Wicuita, Kans.—Wichita shoe mer- 
chants declared the month of Septem- 
ber showed an increase in business over 
the same month a year ago. The cooler 
weather has pepped up buying. Shoe 
dealers joined in a city-wide window 
display of new Fall merchandise. Hun- 
dreds from all part of the Southwest 
came to Wichita for its first annual 
Harvest Festival, September 27 to 
October 1, and shoe dealers were ju- 
bilant over the business resulting. 

“Ninety-five per cent of our sales 
have been suedes,” said Fred Cala- 
bretta, manager of the Rorabaugh-Buck 
shoe department. “Women are buying 
the smart, glove-fitting new elasticized 
footwear and we are completely sold 
out and it is difficult to get shipments 
on this class of merchandise. High- 
fashioned footwear is in demand and 
platform numbers are good for both 
street and evening wear.” 

John Long, of the Thurston shoe 
salon, reports business far ahead of 
the same period a year ago. Open type 
shoes have been ready sellers. With 
cooler weather he expects an increased 
demand for platform shoes. Black 
suede is leading the sales, with the 
spectator type popular. 

While black suede has led all sales, 
T. Farha, of the Farha Bootery, de- 
clares an increasing call for golden 
Havana and wine has been noted, 


milady wishing a contrast rather than 
a matching color. The trend is all to- 


ward closed toes and pumps with little 
demand for straps. A slight falling off 
in out-of-town trade, he believes due 
to the lower price of wheat. 

A pick-up on smooth leathers is indi- 
cated, according to A. Wallenstein, 
whose new store was recently opened 
to the public.. Black suedes are in the 
forefront, with wine, blue and brown 
following in the order named. 

The Florsheim store, under the new 
manager, A. Halcomb, opened its store 
one evening recently when the public 
viewed new Fall footwear displayed by 
live models in a promenade down the 
center aisle. Porto plum and Racca 
rust suedes in both the built-up and 
spectator types are favored, and busi- 
ness is showing an increase over that 
of last year. 

Ray Miller, of the Walk-Over store, 
looks for more business in smooth 
leathers. While black suede seems to 
be in the lead now, smoothies will be 
going strong later. Indo tan and wine 
are two of the most popular colors in 
suedes, and the tendency is toward the 
colors to brighten up the somber black 
dress so popular with women. He be- 
lieves business can be stepped up by 
frequent changes of window displays. 
New arrivals are constantly being 
placed or footwear rearranged so that 
the display is always kept “alive” and 
thus attracts the attention of the pass- 
ersby. 


Dayton Retailers to Meet 


October 12 


DayTon, On10.—Paul W. Crawford, 
recently elected president of the Day- 
ton Shoe Retailers Club, will announce 
appointment of various committees to 
serve during the coming year at the 
dinner meeting of the group to be held 
in the Hotel Miami on October 12. 

Discussion will also be given to the 
suggestion that the club stage a Bingo 
party to which will be invited shoe 
clerks and members of their families. 
Mr. Crawford believes that such an 
event should be staged at least once 
a year in the effort to bring the shoe 
fraternity together in order that 
greater good fellowship be created. 

Suggestion was made at the last 
meeting of the local club that steps be 
taken toward the bringing of the state 
convention to Dayton in 1940. It is 
close to 20 years since the state asso- 
ciation met in this city. This matter 
will also be given further consideration 
at the next meeting. 

All traveling shoe men who are in 
the territory on October 12 are invited 
to attend the dinner meeting. 


Stone Shoe Holds Outing 


CLEVELAND, OHI0.—The Stone Shoe 
Co. recently held its annual stag out- 
ing at Miller’s Broadview Inn. A total 
of 76 were present, of which 46 were 
officials and employees of the Stone 
organization. The balance were guests 
consisting of traveling shoe salesmen 
and friends. Following a big chicken 
dinner, a drawing was held in which 
82 prizes were awarded. Baseball, 
horseshoe pitching and other sports 
were enjoyed. 
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What Will Happen to Bata? 


[CONTINUED FROM PAGE 26] 


ever belonged to the German Empire. 
That part which is now known as the 
Sudeten district belonged in its en- 
tirety, as did its citizens, to the Aus- 
trian-Hungarian Empire. The status 
of these Sudetens was exactly the same 
as was the status of the Czechs and the 
Slovaks, all of whom were subjects of 
Austria-Hungary, and when Czecho- 
slovakia was created these Sudetens, 
as well as the Czechs and the Slovaks, 
helped to make up the Czechoslovakia 
republic. They were at no time ever a 
part of Germany. 

The Czech air force seems to be 
particularly well armed, and while it 
has not as many airplanes as has Ger- 
many, nevertheless it has apparently 
enough to take care of itself. 

I had the good fortune to visit a 
Czech airport together with Col. and 
Mrs. Lindbergh. When they made a 
forced landing in Czechoslovakia this 
was at a town not far from Zlin, where 
the main Bata factories are, and on 
hearing that Colonel Lindbergh had 
landed I went over and visited with 
him and at his invitation accompanied 
him out to the airport when he took off 
from there the following day. 

The Colonel in charge of the airport 
was gracious enough to invite me to 
inspect the troops there and also the 
flying equipment, and I found it to be 
as modern as any that I have seen, 
and that includes most of the equip- 
ment in western Europe. 

Many people have asked me whether 
Bata is affected by the proposed divi- 
sion of Czechoslovakia. To this I can 
safely answer that this will in no way 
affect Bata with reference to his ex- 
ports. In the first place the Bata shoe 
factories at Zlin and Batov are located 
over 250 miles from the Sudeten dis- 
tricts and thus would not be affected 
by any change in status in the Sudeten 
district. 

Furthermore, several years ago Bata 
started decentralization and today most 
of the exports of Bata are made in 
various factories which he has located 
in France, England, Switzerland, Hol- 
land, India, Poland, Yugoslavia, Syria 
and Belgium. 

As a matter of fact, for several years 
I have been shipping goods to Canada 
principally from India and England, 
and in this past year we have started 
transferring many of our imports from 
Czechoslovakia to the United States so 
that they will now come through Hol- 
land and England to the United States. 

I do not feel that Bata’s export busi- 
ness will be badly impaired by the 
Sudeten movement, nor do I feel his 
retail business will be very much hurt. 

It is true that Bata has around 500 
stores in the Sudeten districts and no 
doubt will be obliged to close these be- 


cause of the decidedly anti-Nazi move- 
ment which Mr. Bata has maintained 
for some time. These stores are mostly 
in rented buildings, so if there is any 
loss there it will be only in the mer- 
chandise, and inasmuch as there have 
been so many disturbances in this 
Sudeten area in the past six months, 
these stocks in the Sudeten stores are 
extremely small. Bata has 2300 other 
stores which are not in the Sudeten 
district. 

Sometime ago Bata was accused by 
the Germans of being a Jew and they 
refused to accept his birth certificates 
and records of his family, which are 
available, going back through a period 
of 300 years, in the little Catholic 
church at Zlin, proving his Aryan an- 
cestry. Mr. Bata replied that while 
he was not a Jew, under the circum- 
stances he would be proud if he were 
a Jew. This answer has apparently 
infuriated the Nazis, as while I was in 
Germany many newspapers were run- 
ning headlines against “Bata the Jew,” 
entirely disregarding the reply he had 
given them. 

The Bata factory and several hun- 
dred stores which were located in Ger- 
many and have been there for the past 
eight or ten years have been taken 
from Bata by the Nazis and the names 
of the stores have been changed 
throughout Germany. 

At the request of the Czech Govern- 
ment Bata has manufactured a large 
quantity of gas masks for the civilian 
population, but is not otherwise en- 
gaged in the production of any other 
war material, not even army shoes, be- 
cause contracts for these are always 
given to the small shoe manufacturers 
in Czechoslovakia, Bata refusing to bid 
on these, feeling this is a business 
which should be kept only for the 
smaller manufacturers. 

I have also been asked many times 
regarding the building of a Bata fac- 
tory here in America in Maryland, 
where the Bata Company now owns 
several thousand acres of land near 
Bellcamp, Md. This factory will even- 
tually be built in America, but at the 
present time no definite date has been 
set for beginning construction there, 
and probably construction will not be 
started until the situation in Czecho- 
slovakia is completely straightened out. 

Jan Bata, head of the Bata Company, 
takes no part in national politics as 
far as office holding is concerned, but 
has been a very strong believer of 
support of the national government in 
Czechoslovakia, and has been the larg- 
est contributor to the gift fund of 
$100,000,000 which was recently raised 
as a gift to the government to be used 
for defense purposes. 
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Sell Good Shoe Dressings 


[CONTINUED FROM PAGE 17] 


larly using the proper dressing; then 
we are sure the shoes will give good 
service.” This invariably means a 50 
cent bottle of polish for each pair 
selected. Sales here run a full 90 per 
cent for the 50 cent brands to a 10 
per cent for the 25 cent kind. 

Salespeople find it just as easy to 
sell the more attractive, larger package, 
especially those brands which carry a 
faint perfumed odor. Then a small 
P. M. on the larger package enables the 
boys on the floor to more than earn 
their lunch money each day. 

Records show they average a bottle 
of the 50 cent brands to every other 
pair of shoes they sell. Naturally this 
adds quite a bit to their gross sales over 
a period. 

When Saks Fifth Avenue opened 
their exclusive Beverly Hills branch, 
right in the very heart of the ritzy sec- 
tion of town, Manager Knudeson care- 
fully selected what he considered to be 
the best types of polishes, cleaners, and 
dressings on the market. A type was 
selected for each of the many shoe ma- 
terials in this store’s most complete 
stock. Knudeson felt that everybody, 
regardless of how wealthy they may be, 
have need to care for shoes at home. 
So, rather than trust to polish buying 
by maids or chauffeurs on hurried calls, 
he put in a complete stock. The sales 
organization was carefully instructed 
in how to present the right type of 
polish, purely from a service viewpoint. 

Customer appreciation was evident, 
as sales tallies show daily purchases 
of from three to twelve bottles to the 
single patron. During this interview 
one patron selected 18 bottles to last 
her on a cruise. A satisfied patron— 
$9 to the house and $1.80 to the boy 
on the floor. Many other sales of from 
20 and 24 packages to a single patron 
have been made here. 

Patrons invariably thank the shoe 
fitter for his interest in telling them 
about the various dressings and clean- 
ers. 

In ail of these stores an almost un- 
believable volume of 50 cent brands of 
shoe polish is sold, but in spite of all 
this interest in telling about how best 
to preserve shoe materials, the most of 
these boys on the floor do a major job 
in presenting hand bags and hosiery. 
In other words, their polish selling is 
incidental, while their salesmanship is 
shown in the larger ticketed acces- 
sories. 


Fred C. Garrett 


AKRON, OHI0.—Fred C. Garrett, 56, 
manager of the footwear department 
of the B. F. Goodrich Co., Akron, be- 
fore the department was moved out of 
town, and associated with the company 
for 29 years, died September 23 at City 
Hospital after an illness of two months. 
He is survived by his wife and three 
daughters. 
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anticipate a profitable 
holiday business with 
these fast-selling 


MIDDLETOWN 


BOUDOIR 
SLIPPERS 


MADE TO RETAIL FROM 
195 to 295 


IN-STOCK IN-STOCK 

JOYCE DORSAY — Black, VENITA DORSAY — Green, 
blue, wine and red kidskin. In black, wine, blue and red kid- 
N and M widths. skin. In N and M widths. 


IN-STOCK IN-STOCK IN-STOCK 
JAUNTY CLAUDIA — Black 1700 KID DORSAY—Black, blue, red and JAUNTY DORSAY — Black 
and white satin and Oriental green kidskin— in A and C widths. and white satin and Oriental 
print, piped with imitation sil- © 1780 SATIN DORSAY — Black and white print, piped with imitation sil- 
ver or gold. In N and M widths. — satin—in A and C widths. ver or gold. In N and M widths. 


JOJO DORSAY — Black, royal WILMA DORSAY — Black, blue BUTTERFLY—Black, blue and wine 
blue and wine satin. In Nand M and wine kid; also black, royal kid: also black, royal blue, wine 
widths. blue, wine and white satin. In N and white satin. In N and M widths. 
and M widths. 


MIDDLETOWN FOOTWEAR, nc. 


MIDDLETOWN, NEW YORK 


af 
Be 
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THESE SLIPPERS FOR MAKE UP 


Gold and Silver Repairer 


INSTIL CONFIDENCE WITH 


SHU-PRIM 
GENUINE GOLD & SILVER 
REPAIRER 


? 


a 


SIGNAL 
HEMICAL CO. 


Soles and Heels 


Soles and Heels METAL FLEX Non-Slip 
LITHOX Cushioned Back 
No SPREAD, No CURL, No BULGE 


THE LITHOX CORP. 
Wapakoneta, Ohio, U. S. A. 


Carton Labels 


RECOGNIZED 
HEADQUARTERS 
FoR 


FOR SHOE RETAILERS 
WHOLESALERS AND MANUFACTURERS 
WRITE FOR SPECIMENS AND FULL DETAILS 
TOLMAN PRINT, 


UNIVERSITY PRESS 
CAMBRIDGE MASSACHUSETTS 


Complete Modernization 
Program 


Cuicaco, ILL.—O’Connor and Gold- 
berg have completed a $65,000 modern- 
ization program at their Englewood 
store, 6348 South Halsted Street. The 
remodeling includes complete air con- 
ditioning, new building front, new in- 
terior, and a wider and deeper unit. 


DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

October 24, 25, 1938 


Shoe Manufacturers’ Spring Opening, 
E. A. Richardson, Manager, Hotel 


New Yorker, New York 
December 4, 5, 6, 7, 1938 


National Shoe Fair, Hotel Stevens, 
Chicago, Ill....... January 3, 4, 5, 6, 1939 


Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich. 
January 8, 9, 10, 1939 


Northwestern Shoe Retailers Associ- 
ation, Annual Convention, Hotel St. 
Paul, St. Paul, Minn. 

January 8, 9, 10, 1939 


Charlotte Shoe Fair, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 
January 8, 9, 10, 1939 


17th Annual Boston Shoe Show and 
Convention, Hotel Statler, Boston, Mass. 
January 9, 10, 11, 1939 


Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 

, | January 15, 16, 17, 18, 1939 


Middle Atlantic Shoe Retailers Asso- 
ciation, 25th Annual Convention and 
Exhibition, Lord Baltimore Hotel, 
Baltimore, Md. 

February 12, 13, 14, 1939 


Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 


Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 


Shoe Merchants Plan for 
Sales Increase 


[CONTINUED FROM PAGE 32] 


leather and cordovan, with full double 
soles. Last season’s demand was just 
the beginning. These heavier shoes are 
the feature of the Fall business this 
year, and are selling far ahead of 
1937.” 

R. C. Slightam, manager of the men’s 
shoe department of Karsten’s, Madison 
men’s store, says, “Our business dur- 
ing the Summer months has been about 
the same as last year, and the Fall 
business of 1938 is certain to be as 
great as in the Fall of 1935 and 1936, 
both of which were above 1937. 

“Madison is a town of salaried men, 
state employees and the University 
staff who are not affected by material 
drops in business nationally. 

“Our shoes sell at $5 to $10.50, with 
the volume at $6 and $8. Practically 
all of our shoe advertising is done in 
newspapers.” 

Green Bay is at the head of the Fox 
River valley, where in 1634 Jean Nico- 
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STOCK NO. 463 


FLEXIBLE 


are the solution to the of “re- 
charging™ your children's Shoe rtment 
to replace the older children who graduate 
to adult sizes. Produced by the leading 
baby shoe manufacturer, mothers are pre- 
sold on the familiar brand. 


MRS. DAY'S 
DANVERS, MASS. 


STOCK NO. 462 


let was the first white man to set foot 
on soil now Wisconsin. About 84 per 
cent of the state was forest-covered be- 
fore the legendary Paul Bunyon and 
Babe, his Blue Ox, denuded the state 
and prepared the way for the pulp and 
paper mills operating in the Fox River 
valley, Wisconsin’s second most impor- 
tant industrial section. 

Exclusive of Milwaukee, Green Bay 
is Wisconsin’s largest distributing, job- 
bing and wholesale center, and while 
paper manufacture is the city’s largest 
industry, Green Bay processes and 
ships more cheese than does any other 
city in the United States. 


H. C. Prange Company, Green Bay 
department store, is ahead of last year 
from 4 to 5 per cent, for the first eight 
months of 1938 in shoe sales, according 
to John Gebhard, department buyer. 

Prange sells ladies’ shoes from $3.95 
to $10.50, men’s from $2.98 to $6.85, 
boys’ from $1.98 to $3.45, and growing 
girls’ from $2.98 to $6.50. 

“People are really optimistic around 
here,” is the statement of Clem J. 
Schlaefer, who leases the men’s shoe 
department in Stiefel’s, exclusive Green 
Bay outfitters for men, where the price 
range is from $4 to $11, with most pair- 
age sold at $5 and $6. 

“For the first eight months of 1938, 
we were 5 per cent ahead of 1937, and 
the month of August alone was 15 per 
cent ahead of August, 1937, in sales.” 
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Read what 
ENNA JETTICK 


says about 


SCUFFLESS “PYRAHEEL” 
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SCUFTFLESS HEELS 
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E.1. DU PONT DE NEMOURS & COMPANY, INC., PLASTICS DEPT., ARLINGTON, NEW JERSEY 


Slippers 


Dancing Shoes and Taps 


PROFESSIONAL TAP DANCE SHOE 
DUCHESS 
PLATE 


138 Lincoln St., Boston, Mass. 


N.E.S.L.A. Promotes City- 


Wide Shoe Day 


Boston, Mass.— Determined that 
shoes be given at least as much pub- 
licity as other articles of wearing ap- 
parel in the current “Sales Mean Jobs” 
campaign, the New England Shoe and 
Leather Association promoted a city- 
wide “Shoe Day” here on Friday, Sep- 
tember 23. Newspapers of Wednesday 
and Thursday carried stories about the 
coming event, and shoe stores and shoe 
departments advertised heavily, each 
advertisement carrying the slogan, 
“Friday Is Shoe Day In Boston,” and 
featuring the circular insignia of the 
National Sales Crusade. 

Back of the drivé, also, was the 
Boston Shoe Club, which held a special 
meeting on the evening of September 
19, heard an address by Maxwell Field, 


secretary of the New England Shoe and 
Leather Association, and then voted 
unanimously to join the movement. 

The next move was a letter from as- 
sociation headquarters, sent to every 
retail shoe outlet in the city, pointing 
out that the primary purpose of the 
day “is to get consumers thinking more 
of shoes when they plan their clothing 
budget. If we don’t, they'll buy fewer 
or cheaper shoes and spend the dif- 
ference for hats, for toiletries and for 
the movies.” 

In this letter it was suggested that 
“institutional advertising of your store, 
service and product plus emphasis to 
the consumer that you will have com- 
plete stocks in all styles, colors and 
sizes at prices that represent the best 
shoe values in years, tied in with the 
fact that purchases of family shoes 
now will help to put more men back 
to work.” 

On Wednesday preceding the day 
fixed for the promotion, Secretary Field 
of the New England Shoe and Leather 
Association, radioed an invitation to 
all consumers in the Boston area, em- 
phasizing the advantage to the con- 
sumer of patronizing their favorite 
shoe store on that day. 

Posters and streamers were used 
effectively in window displays and sales 
forces were trained to use every effort 
to sell an extra pair or one pair and a 
related article of merchandise, such as 
bags and hosiery. 

The letter was sent out under the 
joint signatures of Maxwell P. Gaddis, 
of Hutchinson-Winch, chairman of the 
Shoe Industry Committee; and Frank 
Butterworth, of the Spencer Shoe Cor- 
poration, chairman of the Retail Shoe 
Division. 


Mr. and Mrs. A. F. Jones 


BrRocKTON, Mass.—Mr. and Mrs. An- 
drew F. Jones, the latter better known 
as “Jack,” were drowned in the raging 
waters off Silver Beach, Cape Cod, dur- 
ing the hurricane of September 21. Mr. 


JACK JONES 
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RIGHT NOW 


NAP-SUEDED LEATHER 


Low cost... long wear... 
the ideal nap-sueded leather 
for sport, spectator, and all 
out door wear. Ask your 
manufacturer. 


* 
SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 


Jones, formerly of this city, had re- 
tired some time ago after having tra- 
veled with the T. D. Barry line for 
more than 35 years, and was a former 
president of the Boston Shoe Travelers’ 
Association. 

With his wife he had gone to Silver 
Beach in the town of Falmouth to close 
his summer home and make prepara- 
tions for the yearly trip to Florida, in 
which state he and his wife lived dur- 
ing the winter months. When the house 
was swept from its foundations by the 
back-rush of the first giant wave, Mr. 
and Mrs. Jones climbed to the roof, 
from which they were knocked into the 
water by the impact of a collision with 
another floating cottage. 

The couple had observed their golden 
wedding anniversary in July of last 
year. 


Edward Wiese 


MILWAUKEE, Wis.— Edward Wiese, 
46, associated with the Gilbert Shoe Co., 
Thiensville, Wis., died recently in a 
local hospital from injuries sustained 
when his automobile left the highway 
north of Milwaukee. 

Mr. Wiese was vice-president of the 
Thiensville State Bank, an officer of the 
Ozaukee Finance Co., and immediate 
past-president of the Thiensville Rotary 
Club. He is survived by his widow and 
three children. 
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HAND CRAFTED 
FULL LEATHER om 
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NEED CARE 


... No single item in a child’s school 
wardrobe is more important than 


proper shoes, correctly fitted. 


. . « Children’s shoes . . . built with 
Celastic . . . provide adequate toe pro- 
tection, afford flexibility across the tip 
line and definitely eliminate wrinkled 
toe linings . . . all outstanding points 
of importance to the proper care of 


growing feet. 
THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


) 
£ 


“HIGHEST GRADE 
EAST WEYMOUTH 


Nurses’ Shoes 


Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 

Process 


IN-STOCK 


* 


“Tate 
Owens SHOE Co. | 


28 Goodhue St., Salem, Mass. 


Well Planned Store 


[CONTINUED FROM PAGE 24] 


is worked out in white trough porcelain 
letters in which a new type of neon gas 
is used. This makes possible for the 
first time a brilliant all-white light, one 
that is so effective that it is almost as 
bright in daylight as by night. 

Except for a year and a half, while 
the present Palmer House was being 
built, the Walk-Over store has been lo- 
cated in this block for 30 years. The 
original Walk-Over agency was located 
in the old Palmer House of silver dollar 
fame in the barber shop and bar. The 
store has seen four major architectural 
changes, all of them in store fronts and 
windows, since that time. The last was 
made when the new Palmer House was 
built in 1927 and remained essentially 
the same, except for a change of back- 
grounds, until the recent remodeling. 

Carl Fliesbach is the present man- 
ager of the store. 
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Represents T. A. Saval 
on Coast 


HoLLywoop, CaLir.— Helene “Pat” 
Kelley is now representing Thomas A. 
Saval, Hollywood shoe manufacturer, 
with his line of “Jewell’s Custom Shoes” 
on the Pacific Coast. Miss Kelley has 


HELENE KELLEY 


been doing shoe styling and designing 
in Los Angeles for the past three years, 
since she gave up her stage career. 
In conjunction with presenting Saval’s 
custom creations to the retail trade, 
Miss Kelley has made arrangements 
with some of the best stores in this sec- 
tion to give fashion talks and present 
a shoe fashion show as part of her 
service to her clientele. 


Langmaid Joins Trostel 
Sales Staff 


MILWAUKEE, Wis.—“Dick” Langmaid 
has joined the staff of Albert Trostel 
& Sons Co., Milwaukee, noted tanners 
of calf leather, and on and after Oct. 
1 he will manage sales, with headquar- 
ters in Milwaukee. 

“Dick,” whose legal name is Harold 
V., learned leather making in Peabody, 
where for nearly a score of years he 
was with the Essex Tanning Co., 
makers of calf leather. 

After the Essex company was liqui- 
dated, “Dick” joined the sales staff of 
the Hygrade Sylvania Co. of Salem, 
makers of electric lamps and radio 
tubes. He became assistant to the 
chairman of the board. 

From this position he recently re- 
signed to reenter the leather industry 
again, this time with the Trostels of 
Milwaukee. 

He is familiar with the sales field, 
both domestic and foreign, for, after he 
learned how to make leather in the Es- 
sex tannery, he went on the road and 
sold it, the merchandising activity cov- 
ering more than a decade. 


-PRE-WEL 


BUILD FOR THE FUTURE 
Kiddies are your important cus- 
tomers. Start them off in 
healthful, foot guiding Elam's 
Pre-Welts and you build a 
faithful, future clientele. 


F.S. ELAM SHOE CO. 


dal No. ROCHESTER, 


bile AG 


Fall Trends in Windows 


[CONTINUED FROM PAGE 19] 


other inexpensive material. We have 
seen some very effective shoe windows 
in stores of the smaller cities, which 
were developed in this manner. 

Football and other Autumn sports 
furnish ideal background themes which 
can be worked out in attractive shoe 
windows with a strong fashion appeal 
during the month of October. If an 
artist is not available to supply back- 
ground sketches, blown-up photographs, 
posters or college pennants can be used 
to provide the color and atmosphere, 
with miniature goal posts, footballs, 
etc., to enhance the effect. Toward the 
end of the month a Hallowe’en window 
display will be in order and will give 
an opportunity for the average store to 
do something bright, novel and attrac- 
tive at a very moderate cost. Many 
stores make it a rule to have at least 
one window display of hunting boots 
during the month. It’s a seasonable 
time also for slippers and boudoir foot- 
wear promotion. In some cities, Colum- 
bus Day is a promotional red letter day, 
especially for children’s shoes and ap- 
parel. 

In fact there are innumerable seiling 
ideas in tune with the Autumn season 
which can be developed for October 
promotion, and worked out in window 
displays that will help to swell the 
total of shoe sales for the month. 


| | | 
ns oes = 
OS ANGELPS: Heston’ Shoe 
Harper Kirschton Slee, Ge 
Mlack Kid 
$1.65 net 
q 
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M*°ALPIN 


The NEW YORK 


SHOE DISPLAY ASSOCIATES 
1150 Sixth Avenue New York City 


JACK R. KORBET, Pres. BEN EMHOFF, Vice-Pres. FRANK STEIN, Treas. 
CHARLES FULLER, Trustee. EDWARD STEIN, Trustee. 


$4 and $4.50 double 


“AGreat Hotel" 


from $2.50 a day, single 


Broadway at 34 St., N.Y. 


Under KNOTT Management 
JOHN J. WOELFLE, Manager 


may 


Designers, Builders and Consultants on all 
display problems, specializing in installation 
Invite you to visit their show- 
rooms where eighteen com- 
pletely trimmed windows 

be seen at all times. 
Estimates and sketches submitted on request. 
Telephone: Vanderbilt 3-3424 


George E. Smith 

York, Pa.—George E. Smith, veteran 
shoe dealer in this city and long active 
in the affairs of the York Shoe Retail- 
ers Association, died suddenly on Sep- 
tember 21, of a heart attack while 
seated at his desk in his store. He was 
62 years old. 

Mr. Smith had conducted his shoe 
store at 663 East Market Street for 
34 years, and was a past-president of 
the York Shoe Retailers Association. 
He was a pioneer socialist in this city 
and was on numerous occasions a candi- 
date of that party for political office. 
He was conferring with a group of asso- 


ciates just after returning to his office 
after an extended vacation when he 
was seized with the heart attack. 

Mr. Smith leaves his widow, Leah 
Jennie Manges Smith, and one son and 
one daughter. 


Clifton G. Ellis 


HAVERHILL, Mass. — Private funeral 
services were held recently for Clifton 
G. Ellis, 55, president and treasurer 
of C. G. Ellis, Inc., cut sole manufac- 
turers. Burial was in Lindwood Ceme- 
tery. 
Mr. Ellis, who was widely known in 


New England shoe circles, was born in 
Haverhill, July 17, 1883. He bagan his 
career with the C. W. Arnold Company, 
cut sole manufacturers, as a salesman, 
and in 1908, with Harold F. Hussey 
formed the manufacturing firm of Ellis 
& Hussey. In 1925, he assumed con- 
trol of the business which became 
known as C. G. Ellis, Inc. 

He was a member of the Tanners’ 
Council of America and a 32d degree 
Mason. 

Surviving are his wife, a son, Don- 
ald D. Ellis, vice president of C. G. 
Ellis, Inc., and a daughter, Mrs. Vir- 
ginia Garland George. 


TALKING WINDOWS START 


m 
> 
m 


RT THE SALE 


ness with. 


Recorder Show Cards 


promote your store service! 


They equalize the prestige 
of manufacturers’ cards 
and signs by reminding 
window shoppers that it is 
_ you they actually do busi- 


color trim each month. 


Samples on request to show you 
how they effectively give you a new 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 S. State St., Chicago, Ill. 


Unusuall 


—1 TALKING WINDOWS START THE SALE @® TALKING WINDOWS STA 


ALKING WINDOWS START THE SAL 


m JIVS SMOGNIM ONINIVL @ LYVLS SMOGNIM ONINIVL 


On CLEVELAND iS 


TcHOLLENDEN 


couumBus 
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Te MAYFLOWER 


torepo 


TeNEW SECOR 


Th: JAMESTOWN 
ened 
Te SAMUELS 


and featuring 


'yComforta 
Good Food, Carefully and 
Served; Every Modern Hotel Facility 
and Reasonable and Uniform Rates 


ble, Modern Rooms ; 
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PROFESSIONAL 
BOWLING SHOES 


Women’s 


BROOKS SHOE MFG. CO. 
& Ritner Sts., 


Reinforcement 
Vamp and Quarter Lining 


TUFSTA 


HAS GOT. 
WHAT IT 
TAKES 


The Original Non-Woven 
Non-Fray Reinforcing Material 


RESPRO INC. 
Cranston, Rhode Island, U. 8. A. 


Shoe Protectors Get 
National Distribution 

Rockrorp, ILL.—Announced first to 
the retail trade at the shoe show in 
Chicago last January, the new Protek- 
Shu, designed for wear over suede 
shoes, under galoshes, is now being 
stocked by retailers from coast to coast 
for Fall and Winter selling. Production 
has been increased tenfold to prevent 
delivery disappointments experienced 
last season. 

Protek-Shu is a knit slipon, made of 
soft jersey and “Lastex” yarn. It is 
made in only three sizes, and because 
of the elasticity of the panel of “Las- 
tex” yarn in the heel, it slips on easily 
over all sizes of women’s shoes. Its 
primary purpose is the much-needed 
one of protecting suede shoes when 
worn under galoshes. Wherever shown, 
merchants have recognized the need for 
it. In addition to protecting the nap 
on suede shoes and saving the expense 
of redressing, Protek-Shus are also 
worn over evening slippers and colored 
leathers with galoshes. Another use 
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New Aitkens Store at Wichita 


The front of the Aitkens’ new store is devoted to the women’s and children’s de- 


partments 


while the men’s section, located at the rear, is separated from the main 


part of the room by a waist-high partition which imparts more privacy to men 
customers. 


WicuiTa, KaAns.—September saw the 
formal opening of Wichita’s newest 
shoe store, Aitkens’ Brownbilt Shoe 
Store, at 130 North Main Street. For 
many years in the shoe business, W. M. 
Aitkens, manager, stated he had select- 
ed Wichita as the right city for a new 
store such as the company, the Wichita 
Shoe Co., Inc., has just launched. Be- 
cause of the diversified business inter- 
ests here, he predicts a marked increase 
in business this Fall. “People are look- 
ing for a better class of merchandise, 
there being a marked trend in that 
direction,” is the new manager’s belief. 

The newly-decorated and equipped 
store interior, is along modernistic 
lines with a men’s den in the rear of 
the store,* giving more privacy to the 
men customers. A color combination 


of ivory and red make an interior rest- 
ful to the eye. 

The store features three special de- 
partments, the men’s den and two 
other departments stocking women’s 
and children’s footwear. 

A hosiery and novelty department is 
located at the front of the store and 
wall niches contain displays of shoes, 
hand bags and hosiery cleverly ar- 
ranged. Bright-colored tube chairs add 
to the attractiveness of the store. 

Mr. Aitkens is assisted in his new 
store by Glen Moore, an experienced 
shoe man. Assisting in the opening 
were J. W. Hendrix, field man for the 
Brown Shoe Company, and George C. 
King, sales representative of the south- 
western section of Kansas. Both make 
their home in Wichita. 


that has been reported in several places 
is as protection from scuffing shoes 
when driving, or as a covering for shoes 
in the closet and when packed for 
traveling. 

When Protek-Shus were first adver- 
tised by Marshall Field and by Lord 
and Taylor, their advertising was im- 
mediately reproduced in the trade press, 
who hailed the product as “new and 
needed.” 

For shoe retailers who have not 
stocked this item previously, a special 
introductory offer is now being adver- 
tised. Protek-Shu will be distributed 
through findings jobbers to shoe re- 
tailers and shoe departments. 


Wm. M. Hootkins 
Recovering 


Los ANGELES, CALIF. — Considerable 
improvement is being shown in the con- 
dition of William M. Hootkins, who is 
recuperating here following his nine- 
weeks’ hospitalization. His physicians 
advise against his attempting to make 


his usual territory this coming season, 
so his factory, The Freeman Shoe Co., 
of Beloit, will send out a pinch-hitter 
for Billy. 


Indiana Shoe Travelers 
Give Dinner 


INDIANAPOLIS, IND.—Members of the 
Indiana Shoe Travelers’ Association 
entertained their friends at a chicken 
dinner recently in the Olive Pleasure 
Club, Ravenswood. About fifty per- 
sons, including the shoemen and their 
friends, enjoyed old-fashioned Hoosier 
hospitality. 

After the dinner Frank M. Brown, 
president, called a meeting for mem- 
bers only, and after some discussion 
the group agreed to make a contribu- 
tion to help defray the expenses of 
Norman M. Souther, president of the 
National Shoe Travelers’ Ass’n while 
attending the meeting of the National 
Shoe Manufacturers Ass’n in October, 
in New York City. 


@ 
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“UNISHANK” 


adds WEAR 
and COMFORT 
and APPEARANCE 


to every shoe in which it is used 


The reasons are simple — 


] “UNISHANK” helps the shoe 


to retain its shape 
to hold its proper tread 


to provide perfect foot 
support until completely 
worn ouf. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED 


(COMPLETE line of popular priced children’s 
shoes carried in stock is available on a 
straight commission basis for the state of Con- 
necticut. May be carried with non-conflicting 
fine. Address 2908, eave Heat 
140 Federal St., Boston, Mass. 


WANTED SALESMAN—with established re- 
tail and ~ yee store trade for men’s and 
women’s o spectator shoes, $5.00 to $8.00 
retailers. cellent territories open. tate 
territory, lines now handling, and references in 
first communication. Address -R. J. Mayer 
Shoe Company, 244 Broad Street, Lynn, Mass. 


NATIONALLY known children’s and grow- 
ing girl’s quality Goodyear Welt line wants 
salesmen for the following three territories: 
Texas, Okla., Ark., and New Mex.; La., Miss., 
Alay *Ga., Fia., and Tenn.; ; New Eng. States. 
Big in stock Dept. Excellent Write uly 
operation... Liberal commission. Write 
$985, care Boot & Shoe 

State St., Chicago, Ill. 


POSITION WANTED 


LINE WANTED 


HOE Man: over 10 years’ experience all 
types and prices of footwear. Manager, 
buyer, window trimmer, card writer. Exeellent 
Present employed as 


manager 
397% 2are Boot & Shoe 
39th Street, New York, N. Y 


ANAGER—salesman—well experienced in 

retail shoe and department stores, desires 
connection in small town in Pennsylvania or 
middle-West. Knows shoes, fitting, stock con- 
trol, etc. Speaks German. Now working for 
well known chain in middle-West. Address 
$979, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


YOUNG man, 31, Shoe expert with many years 
of experience in manufacturing and successful 
shoe styling and designing, see =—T with 
reliable firm. Address $980, care & Shoe 
ne le 239 West 39th Street, New York, 


LINE WANTED FOR SOUTHERN CALIFORNIA 
Salesman of possible éx- 


» — for a of shoes, - 
erably thern California territory. 
refer a line of real value shoes for 
the ch chain and department store trade; knows 
all the worth-while buyers and can furnish 
best of references. For further part 
Address No. 970, care BOOT & SHOE RECORDER, 
239 West 39th Street, New York, N. Y. 


OR OHIO: see ea and medium priced line 
women’s style Wide acquaintance 
omens better retailers, and 
Address $978, care Boot & S TP: 

239 D West 39th Street, New York, N. 


ANTED a line of women’s shoes to retail 

between $6.50 to $12.50 by salesman who has 
covered the entire United States—especially 
strong in the East and Mid-West territory. Ad- 
dress $986, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


OR the South and West Coast on a com- 
F orien basis, a line of cement process high MARRIED am. 32 pny any college educa- 


| $7.50 made in New York. Address $984 : 
(Boot & Shoe Recorder, 239 West 3%h Street, | nee, fitting popular priced and better | grade FOR SALE 
iy- 
New York, N. Y. where. Address $981, care Boot & Shoe RS 
finest quality men’ 's and children’s * sandals VAILABLE at present for position as stylist 
in California, Florida and southern states— A and quality man also superintendent in the FOR SALE 


$983, care Boot 


Liberal commission. Address > 
: manufacture of women’s shoes—welts, turns or 

Recorder, 1627 Locust St., St. Louis, proce: with sbacksround practical x § 

4 ence lounder o ozek and cLoughlin, BARS TH LO 

j N.Y. Addr j K TOVWN. OWNER WISHES TO RE- 


LORIDA and Southwestern states. 1939 line 
F 25 ‘Austin Street, Kew Cokes, L. Ada Inquiri te No. 982, 


sandals. enti patterns. mplete line Boot & Shoe Recorder, 239 West 
men’s dress shoes retsiling $6 to $8.50. Made | AGGRESSIVE SHOE MAN AVAIDABLE- 39th Street, New York, N. Y. 


in Texas. Give details in first letter. Justin 

orth — pert—knowledge of window 
bn & Shoe Company, Box 548, Fort trimming—A. 1 Salesman and T. O. Man. 
waa. Handle all grades for Men, Women and Chil- 
dren. Married. Best of references. Address 
2967. care Boot & Eg I Recorder, 239 West 
39th Street, New York, N. Y. 


200 pairs women’s high grade worn Fall shoes, 
staple and dress styles, bargain, all or part. 
Address $971, care Boot & Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 


PROFITABLE shoe store, best town in Cali- 
fornia’s rich San Joaquin valley. Featuring 
Selby Arch Preserver and other famous brands. 
Address £972, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


Specializes in Mexican 
Hauraches 


Los ANGELES, CALIF.—The National 
Importing Co. has been formed. Ware- 
houses are in Nogales, Ariz., and sales 
offices are with George’R. Rule, Broad- 
way Arcade Building, this city. This 
concern will specialize in Mexican-type 
huaraches which are made on Amer- 
ican lasts and patterns for men, women 
and children. Shoes will be priced for 
the case-lot buyers. All shoes are to 
be warehoused and stocked for imme- 
diate shipment in Nogales. 


PATENT ATTORNEY 


4. 

PATENT f 

tip On- ShelS- Sk 

HECKEL, 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, 


$1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
8@™ Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@% 


d 
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= Bory 2 = 
PATENT YOUR IDE 
| ADVICE ATTORNEY 
} 
9 


[51] 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


w w~ Florsheim, Enna-Jettick, Vital- 
a e e le 
ity, Preserver, ane. Quality Bos- 
tonians, Steteon, Bed’ Orees, Bush, 
VIN BR BIN 
“The House of Jobse”’ 
89 Reade St., Cor. Church 
Phone Barclay 71-7887 New York City 


Buyers of Surplus Stocks 


entire stecks of shees 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 


SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 


Shoe and Leather Men 
Hold Golf Tourney 


PHILADELPHIA, Pa.—Over sixty mem- 
bers and guests took part in the Fall 
tournament of the Philadelphia Shoe 
and Leather Golf Assn., held Septem- 
ber 16, at the Overbrook Country Club. 

Twenty-two prizes, in three divisions, 
were distributed at the dinner held at 
the club that evening. Henry Antweiler 
won the low net score for the third time 
in succession, giving him permanent 
possession of the cup presented by him- 
self some years ago. Other prizes for 
low net scores in the class “A” divi- 
sion went to A. A. Burnett, second, with 
a score of 74; R. L. Stiles, third, with 
75; and A. F. Hauptfuhrer, fourth, 
with 79. 

First low gross prize was won by 
H. L. Homer, with a score of 77; second 
by W. T. Bryan, with 79; and third by 
L. S. Newell with 80. Second low net, 
won by Mr. Burnett, carried with it 
the Gibbon cup. 

In class “B” first low gross prize 
went to H. E. Snayberger, scoring 86; 
second to C. F. Rausch with 89; third 
to C. E. Lurcott with 93; and fourth 
to Tyco Buek with 95. G. H. Healley 
won first low net with 73; Si Malis, 
second, with 74; Prentice McNeely, 
third, with 75. Fourth place was tied 
between C. R. Heyde and Andrew 
Schwartz, each turning in a score of 76. 

Class “C” prizes went to J. McNair 
with 100 for first low gross; George 
Peterson, 105, second low gross; B. C. 
Carroll, 70, first low net; W. Simpson, 
75, second low net. Kicker’s Prize was 
won by W. J. Byron, who scored 83; 
and guest prize to R. D. Sylvester, who 
scored 85. A special door prize was 
won by E. B. Shays. 


MILITARY 
SHOESTAND 


HERE'S A SELL- 
inG HINT THAT 
WILL SELL MORE 
MEN'S SHOES 
t shoes 


shee stand grasps and 
them in the identical position a man holds his 
feet while seated. And them in your win. 
lustrated, you'l showin 


as 
te a 
stronger bid 


$6.00 a dozen ""t3.80 half dozen 
M. D. POLLINGER CO. 


Holland Bidg., St. Louis, Mo. 


No Mis-Mates with Mate Marks 
2450 2450 2450 


STOP 35% MORE TRAFFIC 


More Styles In Window 
Without Crowding 


at all 


Stand 
with the 
Shoe Balancer 


$2.50 Per Doz. Pairs 


GOODHUE & CO. 
18 DYSART ST., QUINCY, MASS. 


Production of Compo Shoes 
Up 9.3 Per Cent 


Boston, Mass.—Production of Compo 
shoes during August, 1938, established 
a new record with the total of 5,527,002 
pairs, according to an announcement 
by President Solar, of the Compo Shoe 
Machinery Corporation. This repre- 
sents an increase of 9.3 per cent over 
the same month last year. There have 
been 41 new installations of Compo 
conveyors since the first of the year. 
Most of these are with licensees who 
are increasing their production, al- 
though a number of the installations 
have been made with manufacturers 
who are changing to the cement method 
of sole attachment. 


L. H. Hamel Elected Director 
of Tanners’ Council 


Boston, Mass.— Louis H. Hamel, 
treasurer of the L. H. Hamel Leather 
Co., Haverhill, Mass., was elected re- 
cently to serve as a director of the 
Tanners’ Council of America. In addi- 
tion to being elected a director, he was 
also elected vice-chairman of the Goat 
and Cabretta Division of the Tanners’ 
Council. 

Mr. Hamel has been serving for sev- 
eral years as a member of the Execu- 
tive Committee of the Sheep, Lamb and 
Glove Division and as a member of 
the Laboratory Committee of the Tan- 
ners’ Council. 


Walter Peirson 


PHILADELPHIA, Pa.—Walter Peirson, 
chairman of the board of Mitchell & 
Peirson, glazed kid manufacturers, died 
at his home in Radnor on September 
26 at the age of 82. 

Mr. Peirson started in the leather 
business when a young man, joining 
his father, Christopher C. Peirson, who 
was the first burgess of West Phila- 
delphia. More than fifty years ago he 
was co-founder of the present firm of 
Mitchell & Peirson, Inc., with Henry 
F. Mitchell. Following Mr. Mitchell’s 
death ten years ago, he served as presi- 
dent of the firm and more recently as 
chairman of the board. 

Surviving him are his widow and 
two sons, Walter, Jr., and Christopher 
L. Peirson. 


John Sullivan 


CINCINNATI, OnI0.— John Sullivan, 
63, retired president of the P. Sullivan 
Shoe Company, here, died recently at 
his home from an extended illness. 

Mr. Sullivan for many years headed 
the firm in which he was associated 
with his late brother, William Sullivan, 
continuing the business which was es- 
tablished by his father, Patrick Sulli- 
van, shortly after the Civil War, and 
which was one of the oldest shoe firms 
in the Middle West. 

Upon Mr. Sullivan’s retirement in 
1926, the firm was taken over by 
Thomas Cahill, of the former Cahill 
Shoe Co. of Cincinnati, and Arthur and 
Will Sullivan, sons of William. 

Surviving Mr. Sullivan are his wife, 
a son, John, and a daughter, Mary. 


Regent Store in New 
Location 

New ORLEANS, LA.—The Regent shoe 
store, formerly located at 316 St. 
Charles Street, New Orleans, has 
moved to a new location at 120 St. 
Charles Street. It continues under the 
management of Rene Fernandez. Com- 
pletely remodeled and renovated for 
the store’s occupancy, the new location 
is one of the most modern and attrac- 
tive in New Orleans. 
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- Retailers and Travelers 
Hold Gala Outing 


Detroit, Micn.—Nearly three thou- 
sand tired but happy souls unanimous- 
ly voiced their hearty approval of the 
first anual shoe picnic held recently un- 
der the joint sponsorship of the Detroit 
Retail Shoe Dealers’ Association and 
the Shoe Travelers Club of Michigan, 
at John Cowan’s country estate. 

The success of this much-praised old- 
fashioned picnic was threatened by a 
heavy downpour of rain which failed to 
dampen the enthusiasm of the various 
shoe committees who knew definitely of 
the existence of that proverbial silver 
lining. 

On or about eleven o’clock when the 
torrent of rain used up all of its sur- 
plus energies, a ray of sunshine made 
its welcome appearance, which acted 
as a magical signal for Detroit Shoe Re- 
tailers, their salespeople, and the Shoe 
Travelers to start their happy onward 
march toward the mammoth country 
estate of John Cowan out West Warren 
Road. 

The tireless efforts of General Chair- 
man Bruce Dickman of the Shoe Travel- 
ers and Clyde K. Taylor of the Retail- 
ers, with the aid of the subcommittee- 
men, had given to every detail serious 
thought and consideration. 

Among the many events and contests 
which took place during the day, the 
baseball game between the Travelers 
and the Retailers held the chief inter- 
est of the picknickers. The Travelers 
defeated the Retailers 4 to 0. 

The Tug of War mystery provoked 
tremendous laughter and applause when 
a mere handful of Shoe Travelers de- 
feated a group of Retailers six times 
greater in number. The Retailers who 
were at first mystified by their defeat 
discovered the cause—the Shoe Travel- 
ers had tied their end of the rope to 

a tree. 

Ice cream, ginger ale and milk were 
served free to the younger generation. 
Balloons, whistles and various other at- 
tractive gifts were given each child by 
a couple of laugh provoking clowns 
loaned to the shoemen by Detroit Police 
Department. 

A large number of prizes were 
awarded to contestants in the various 
sports. A gay holiday spirit prevailed 
everywhere that will linger in the 
hearts of the 3000 picnickers. Plans 
for next year’s picnic are already un- 
der way. 

Much credit for. the success of the 
picnic is to be given to David Lieber- 
vitz, proprietor of David’s Boot Shop, 
president of the Detroit Retail Shoe 
Dealers Association, and to F. J. Mc- 
Closkey, of the United States Rubber 
Co., president of the Michigan Shoe 
Travelers Club. 


Takes Over Shop 


East Boston, Mass.—Charles Byhoff 
has taken over Bobby’s Shoe Shop, 81 
Meridian Street, formerly operated by 
Max S. Bell. 
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BROOKS SHOE MFG. CO., Philadelphia, Pa.................0ceeeeeeeeeeeeee 48 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass....................00000: 46 
FRIEDMAN-SHELBY SHOE CO., St. Louis, 25 
GREEN SHOE MFG. CO., Boston, Mass. .............cccccccccccccvees Back Cover 
JULIAN & KOKENGE CO., THE, Columbus, O. ............-0.:ceeeeeeeeeees 7 
MIDDLETOWN FOOTWEAR, INC., Middletown, N. 41 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass.............-...+0+++: 42 
NEW YORK SHOE DISPLAY ASSOCIATES, New York City.................. 47 
UNITED STATES RUBBER PRODUCTS, INC., New York City ...... Front Cover 
T.. @ CO., INC., Mass... 36 
LEATHER AND OTHER MATERIALS 
ENGLAND WALTON DIV. OF A. C. LAWRENCE LEATHER CO.,Boston,Mass. 38 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis. ...............cceceeeeees 31 
HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa..................... 2nd Cover 
ERATE CO. Boston, Mase. +. 27 
MOORE FABRIC COMPANY, Pawtucket, R. :. 36b 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
BECKWITH MANUFACTURING CO., Dover, N. H. 3 
DU PONT, E. Ll. DE NEMOURS & CO., INC., Arlington, N. J.................. 43 
GOODYEAR TIRE & RUBBER CO., Akron, 0. 23 
SIGNAL CHEMICAL CO., Boston, Mass. 42 
UNITED SHOE MACHINERY CORP., Boston, Mass. ..............+.-+++ 4, 45, 49 
STORE EQUIPMENT AND FINDINGS 
WIZARD COMPANY, St. Louis, Mo. ............ 
MICELLANEOUS 
BARIS SHOE COMPANY, New York City. 51 
HOTEL McALPIN, New York City .... .. 47 
KIRSCH-BLACHER CO., INC., New York City ..... 51 
MASSACHUSETTS DEVELOPMENT & INDUSTRIAL COMMISSION de<éeec.e 2 
TOLMAN PRINT, INC., Cambridge, Mass. ........... 42 


ine 
4 
a 
| 
: 
» 


A gleaming embroidery of pseudo fur relieves the dullness of suede and 


makes the Verdella one of the most distinguished shoes of the year. A sculptured shoe whose 
smooth lines and superb fit are achieved by the most modern method of manufacture. For the 


Verdella is a Compo Shoe, made with a single sole (Sbicca-DelMac). 


COMPO SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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; tanned by year-round 
| over 60 years’ tanning reputation 


